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Life Inrwriance Edition 


PROGRAMMING AND SELLING 
U p-to-date! FACTS AND FIGURES Comprehensive! 


a ‘oe Helps You to Make Prospects 


to Re “id 
e 


XUM 


Easiest 
to Use 


© Page size, 4x6% Inches ® 


Some Important Features 
Settlement Options and Guaranteed 
Income in detail—for both the New 
and the Old Contracts. 

Cash Values, including at “retire- 
ment ages”—55, 60 and 65. Also the 
Incomes payable from these values. 
Reserves, including “at retirement 
ages”—Also “Value Interchange” and 
Special Quick Calculating Tables. 
Rates of Interest Payable on Funds 
left with the companies. 

Retirement Contracts in detail. 
Special Section on Annuities. 
Juvenile Insurance—Rates, Values, 
Payor Rates, ete. 

New ‘“‘Direct-Reading’’ 

SOCIAL SECURITY Benefit Tables 
Policy Provisions Carefully Analyzed 
also “Company Practice” too (covers 
over 150 companies). 

Premium Rates at All Ages (for over 
2600 contracts). 

Disability & Double Indemnity Rates. 
“Net Cost—Net Payment” Illustra- 
tions with detailed summaries. 
Illustrations of Dividend Results. 
“Special” Contracts—the details. 
WAR CLAUSES and similar perti- 
nent information. 

Financial and Business Reports—for 
over 200 companies—for five years. 


Get the Most for Your 
Money 


46 
out of “People who 
H ”7 
Already Own Life Insurance 
By showing the “pension power” of their present insurance—what 
incomes will be payable—you get people to thinking of how insur- 
ance money, some day, will be used—how much the beneficiary will 


have to live on, and for how long. 


When this thought replaces the usual picture of $1000 or $5000 
lump sum, the insured gets a new vision of what life insurance is 
for. “Old policies” cease to be obstacles and become the foundations 
on which you can build livable incomes with additional insurance. 
The new Little Gem gives you just the information you need to sell 
more insurance in this way—to a tremendous group of good 


prospects. 


Makes “Programming” Easier! 
Helps Sell LARGER Contracts 
Programming is really not so complicated. Of course there are 
certain essentials such as “values,” “incomes payable,” ete., but 
each individually is simple, especially for Little Gem users, for 
practically all the necessary data is already “worked out” for you 


in the Little Gem. 


Not only are there tables showing what is required to produce all 
sizes and periods of incomes as well as the exact incomes payable 
by the various companies, but the Little Gem also contains numer- 
ous’ illustrations of how all these may be put together, with the 
additional insurance almost always needed—to fill the needs of 


practically any situation. 


Many Other “Sales-Making” Uses! 


Likewise, there are many other important “business-building’”’ uses 
of the Little Gem, such as (1) arousing cold prospects, (2) selling 
people who “have enough,” (3) closing “stalling” prospects, (4) 
avoiding competition, (5) saving time, (6) building prestige, (7) 
stressing the income idea, etc. Each is carefully explained for you 


in the book itself. 


The New 1940 “LITTLE GEM” 


Ready in March Order NOW! 


(Published by The National Underwriter at Cincinnati) 


Shows MORE on “Settlement Options”— MORE on “Retirement Values”— 


MORE “PROGRAMMING DATA”— than any other small book! 


FRIDAY, MARCH 15, 1940 








LIFE AGENTS...! 


YOU CAN SUPPLEMENT YOUR 
INCOME 


BY FURNISHING YOUR CLIENTS WITH 


“An Income When They Need It Most’’ 


ne ad 


YOU CAN DO THIS—— 


in Conjunction 


WITH YOUR PRESENT WORK 


If you do not already have a 
good line of acudent and health 
policies we ask that you consider 


FIVE FEATURES 


Non-Cancellable; 

Guaranteed Renewable to Age 65; 

No Increase in Premium at Any Time; 

No Rider or Restriction After Issuance; 
Non-Proratable for Change of Occupation; 


ALSO . . . Hospital and Surgical Reimbursement Included. 


YOU CAN OFFER your prospects and policyholders the 
best protection obtainable if you are equipped to sell them 


policies with the above features. 


(Write us for full details regarding our 
“Income Booster” arrangement for life agents) 


Over $2.00 in Assets - - - For Each $1.00 of Liabilities 


“Income Protection Since 1895” 


—~ 


LOYAL 


PROTECTIVE LIFE INSURANCE COMPANY 


BOSTON — MASSACHUSETTS 


CANADIAN OFFICE 
Toronto, Ont 


E. B. FULLER, V. President 


WESTERN OFFICE 
Portland, Ore. 


J. M. POWELL, President 

















JERRY MORTON «1 Aone 


Jerry Morton sells life insurance. He came to Bankers Life of 
Nebraska when a comparatively young man without experience. He 
worked hard. He even worked nights. He was glad to because of 
the encouragement and helps he received from his home office. 


He learned how to make friends. He began to really sell insur- 
ance. His company provided the types of policies that appealed 
to his clients. He even won some substantial prizes. 


But best of all he established himself. He provided for his fam- 
ily, the necessities and even the little luxuries that make a house a 
home. Next month is Mrs. Morton’s birthday and Jerry already 
has her present. He is happy. He is progressing, and the green 
lights are on. Jerry Morton is confident that he is going places— 
and so is his company. There are many Jerry Mortons with Bankers 
Life of Nebraska. 


*The name is, of course, fictitious. 


Bankers Life Insurance Co. of Nebraska 


HOME OFFICE - LINCOLN SINCE 1887 





Purely Mutual © 


~ AMERICAN 


MUTUAL LIFE 


A. H. Hoffman, President 
Le CL Bae OY 
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Question of Size Is 
Discussed by Hopf 
in Hartford Speech 


Declared That Any 
Regulation Should Not 
Be Made by Washington 


HARTFORD — Realization the 
part of life insurance executives that 
there is a readily discoverable “ 
size for each company which it can ex- 


on 
optimum” 


ceed—or fall short of—only at sacrifice 
of efficiency and economy may be the 
means of arresting the trend 
ever larger aggregations of assets about 
which the Temporary National 
nomic Committee has expressed concern, 
Harry A. Hopf widely known manage- 
ment engineer, told the Connecticut 
chapter, Society for the Advancement of 
Management, at its meeting in Farm- 
ington this week. Mr. Hopf expressed 
the belief that the question of size can 
be handled far better in this manner 
than by any sort of ukase from Wash- 
ington. 

Taking a group of 10 representative 
companies whose operations over the last 
30 years he has studied intensively, Mr. 
Hopf compared the amount of business 
done each year with the degree of man- 
agerial efficiency, using a_ scientifically 
devised yardstick. Companies were not 
mentioned by name but he gave results 
for the group as a whole and for the 
individual companies. It was this study 
to which President J. A. Stevenson of 
the Penn Mutual Life alluded in his 
recent testimony before the TNEC when 
he was asked what research had been 
made into the question of optimum size 
of companies. 


toward 


Eco- 


No Single Optimum 


While making it clear that he does not 
believe there is any one optimum size 
to which all companies should conform, 
Mr. Hopf said his studies indicated that 
when a company reaches the point where 
it has about $2,000,000,000 in force it 
seems to go into a period of increased 
rate of expense and hence of decreasing 
returns but that when a company has 
not less than $500,000,000 in force it 
begins to have enough elasticity to adapt 
itself to changing conditions and keep its 
efficiency index in line. A change in 
emphasis, shifting from size to excellence 
of results will open up a wonderful op- 
portunity for the companies, he said. 

“Instead of talking about ‘increases’ in 
business it would be better to boast of 
decreases, if they would produce better 
operating results,” he declared. “I would 
like to see the word ‘increase’ taken out 
of life company annual reports.” Instead 
of companies talking about increase in 
business I would like for example. to see 
them saying, ‘for each $100 our policy- 
holders paid us last year we saved them 
more in administration cost than we did 
the year before.’ ” 

Big business today is being run by 


Now Comes Period of 
Guessingon TNEC Program 


WASHINGTON—While every insur- 


ance ear has been bent to catch the 
slightest intimation of what Senator 


Joseph O’Mahoney and his Temporary 
National Economic Committee will rec- 
ommend with respect to insurance when 
they present their report some time 
after the elections, it is quite possible 
that attention is being focused in the 
wrong direction. There is no reason 
why the Securities & Exchange Com- 
mission, which has been presenting the 
insurance material to the TNEC, cannot 
go ahead and recommend to Congress 
any sort of insurance regulatory setup 
that it believes it can get, regardless of 
what O’Mahoney and the more con- 
servative members of the TNEC might 
feel about it. 

Certain utterances of O’ Mahoney’s in- 
timating that the TNEC would merely 
lay the results of its researches before 
Congress and leave to the appropriate 
agencies the role of initiating any action 
seem to indicate that as far as actual 
proposals for regulating life insurance 
are concerned, the SEC would very 
likely carry the ball, the TNEC merely 
running interference. The point is, 
given a reasonably clear field, how far 
would the SEC outrun its interference? 


O’Mahoney Being Used? 


There has been intimations 
O’Mahoney, for all his suavity 
shrewdness, is being duped by the more 
radical economic theorists of the New 
Deal. Gen. Hugh Johnson some months 
ago in a column headed “Joe Taken for 
a Ride,” said that O'Mahoney was being 
used by the radical New Dealers for 
their own purposes. If the SEC, after 
riding the TNEC’s coattails thus far, 
feels the time is ripe to swing off on its 
own and perhaps considerably farther to 
the left than the conservative TNEC 
members would care to.follow, there is 
not much anyone on the TNEC can do 
about it. 

That the SEC has its eye on the job of 


that 
and 


scientific management techniques but 
these are not sufficiently known and used 
in life insurance, yet they can be used 
there as well as in any other field, Mr. 
Hopf said. 

“T don’t want to keep any ambitious 
life insurance executive from making his 
footprints in the sands of time a little 
less fleeting.” said Mr. Hopf. “I just 
want to shift the emphasis, to convince 
them a new approach can be made 
through the use of new tools only 
vaguely understood in the life insurance 
field.” He said he would deplore any 
use of the TNEC’s investigating powers 
to hurt life insurance but said he was 
profoundly convinced that if the investi- 
gation produces nothing else than turn- 
ing life company executives’ attention 
more than heretofore to the problem of 
size it will pay for all it cost. 

Mr. Hopf explained that for any given 
company there is a range of size at 


which it can operate with greater effi- 
ciency and economy than at any other 
and that if that size is not known or its 
importance is disregarded, management 
(CONTINUED ON LAST PAGE) 


regulating the life companies if anybody 
in Washington is going to do it may 
be inferred from the emphasis it has 
given to its portrayal of the life insur- 
ance business. Aspects were stressed 
which would make the business seem 
akin to those which the SEC already 
regulates. Very little was brought out 
which might lead anyone to think, for 
example, that the Commerce Depart- 
ment would be the suitable regulatory 
agency. In fact, in view of the emphasis 
that was laid on the national scope of 
the business, it may be significant that 
so little was said about present-day 
applicability of the venerable Paul vs. 
Virginia Supreme Court decision that 
insurance is not commerce. 

President Furnished Lead 


It is true, of course, that the SEC had 
some reason for stressing the angles 
that it did, for President Roosevelt 
stated in the message to Congress in 
which he asked for the TNEC’s forma- 
tion: “The tremendous investment funds 
controlled by our great insurance com- 
panies have a certain kinship to invest- 
ment trusts, in that these companies in- 
vest as trustees the savings of millions 
of our people.” The SEC, of course, 
has control over investment trusts. 

There is considerable ground for sus- 
pecting that the SEC, if given control 
over life companies, would introduce 
some interesting but harsh remedies fot 
what it believes to be wrong with the 
life insurance business, with theoretical 
purity being placed far ahead of the 
practical problem of selling protection 
to the largest practical number of people 
who need it. However, the SEC has 
found mere disclosure of facts can be a 
powerful weapon for cleaning up a busi- 
ness. Regulation in its first stage, at 
least, might be confined to having com- 
panies required to fill out statements 
more exhaustive than the present con- 
vention blank and designed to elicit what 
the SEC would consider significant. 


Nothing to Do With Size 


The question of size, of assets in- 
creased to the point where there are not 
enough for all life companies even 
though they buy up practically all the 
cream of the market, would hardly come 
within the scope of any regulatory au- 
thority, for holding companies down to 
a maximum size would merely mean 
faster growth for others if the potential 
demand for life insurance is there. Re- 
strictions on total assets of life com- 
panies could only mean restricting the 
thrift and foresight of the people. 

Yet, since insurance in force has 
leveled off, it is reasonable to suppose 
that assets in time will level off and that 
the rate of growth which is alarming 
the TNEC is less important than it 
appears. This growth is more striking 
by comparison with the relative in- 
activity of business generally; because 
of the funds of those seeking security 
no matter how low the return; and by 
failure to realize that asset growth must 
eventually come into equilibrium with 
the leveled-off or slowly climbing in- 
force figure. 


N. Y. Company Seeks 
fo Raise Income 
Level of Agents 


Executives Are Watching 
This Effort to Establish 
Production Minimums 


NEW YORK 


by the Temporary 


Figures recently released 
National 
Committee on life agents’ earnings lend 
New 


income 


Economic 


interest to the success of a large 
York the 


level of its agents by insisting on a mini- 


company in raising 
mum production level of five applications 
or $10,000 in for at 
months out of the year. The application 


volume least ten 


quota enables the rural agent to qualify 
even though the five apps may be for 
$1,000 each while the volume basis per- 
mits the city agent, with larger cases but 
fewer of them also to meet the standard 

Success of the plan has resulted from 
applying these minimums consistently, 
yet with discretion. It has been a mat- 
ter of emphasis on good production 
rather than indiscriminately and instan- 
taneously tossing out everybody who 
didn’t make the grade. That the “five 
and ten” plan gets results may be gath- 
ered from the results in the first territory 
in which it was tried. There were some 
two dozen agencies and in the best 
agency only 31 percent of the men were 
producing as much as the “five and ten” 
minimum. 


Improved Despite Depression 


That was in 1930, the all-time peak 
year for life insurance production. Four 
years later, only a year after the de 
pression reached its bottom, the best 
agency had 79 percent of its agents do- 
ing at least the minimum. The poorest 
agency in the territory had 36 percent of 
its agents on at least the minimum basis 

~a substantially better showing than the 
top agency had when the plan was es- 
tablished. 

An interesting angle, according to the 
agency department executive responsible 
for installing the system, was that while 
it was necessary to eliminate some men. 
the heart of the plan was the creation of 
an atmosphere of success in which poor 
or mediocre performance was as incon- 
egruous as a threadbare coat in the of- 
fices of J. P. Morgan & Co. 


Separated Sheep from Goats 


Agents who had been doing well were 
stimulated to further efforts. Those 
who had ability but were letting poor 
work habits slow them down spruced 
up and turned out the work of which 
they were really capable. Those who 
were unwilling to meet the require- 
ments or who were unfitted for selling 
life insurance got out on their own in- 
itiative. They didn’t have to be asked 
to go. 

When the the 
was 
first 


was introduced 
blackboard in each agency room 
divided into four columns. The 

(CONTINUED ON LAST PAGE) 


plan 








ligures in right hand column include indus- 
trial and group if written. 
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Farmers & Bankers.. 


P mniladelphia si ife 


Total 
Insurance 
in Force 

170,393, 


167,911,346 
162,009,039 


149,884,274 
147,767,900 
98,599 








135,697,528 


134,842,779 
134,418,016 
133,453,738 


122,020,357 


121,240,431 
120,625,676 


119,522,407 
119,462,176 


117, 556, 709 
116,976,203 
113,313,013 
113,126,478 
111,055,449 
108,477,195 
108,020,041 
106,361,817 
106,023,344 


105,070,816 
104,667,695 


101,090,060 
100,733,606 


100,510,274 
91,886,562 
90,815,211 
89,923,191 
84,444,544 


$3,896,489 





81,137,138 


$1,036,223 





,316,828 
,001,070 
75,684,687 





64,783,944 
63,619,349 
63,278,981 


62,900,991 
62,736,057 
62,360,111 
61,594,255 
61,277,052 





61,070,680 
60,085,135 


57,537,208 
57,509,389 
56,032,661 
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Insurance in Forceat All-Time 














Total 
Rank in Insurance 
1940 1939 in Force 
140 .. Atlanta Life, Ga. ae 53,507,771 
iY Gee 44,532,924 
141 .. United States Life eee 53,412,405 
ASEDS os, < 60% 2,808,850 
B42 6«(j. Peopies, Ind. ....-.5. 53,233,837 
oO ae pe O76 
743 «|. ‘Montreal, Can. i... §1, 511, 802 4 
144 .. National Guardian.... §1,2 
145 .. United es eateries 18,795 720 
146 .. Northern Life, Can.... 48,337,244 
os ee - "480, 500 
147 .. Supreme Liberty ..... 48,209,364 
tt) ee 38,076,425 
Sy i 290,900 
148 .. ©erotina Dlle 6.03 005% 47,608,481 
| ae 41,670,627 
149 .. North Carolina Mut... 47,581,193 
i) a eee 29,990,704 
a i ae 753,700 


47,250,568 
46,990,843 


150 .. Western 
151 .. Postal, N. 































ead pated a 
Os ae 
52 .. Farmers & Traders. om 45,356,126 
153 .. La Sauveguarde ...... 44,610,705 
154 .. United Life & Acci... 44,271,245 
EDs 6 oss 58,000 
155 .. Kentucky Home ..... 42,538,397 
SEN: sic mex 6,672,953 
156 .. Conti. Life of Can...::. 42,413,408 
7 .. Bome Security ...0...- $2,009,776 
ENG: ken 35,285,137 
168 .. Bavitable, Can. «....+ 41,062,830 
Grp. ...%. 90,000 
iS 2. “OW WWOrIE: wasceees ns 41,060,151 
S60 «3 WORIRTOMO:  -occatseisess 40,443,888 
161 .. Wisconsin Natl. 40,185,984 
TMQ. oaces 39 
162, .. Mass. Protective ..... 39,584,170 
163 .. Amer. Standard ...... 38,650,105 
MERI svn gs 34,513,925 
164 .. Bouthern L. & #.....< 38,491,359 
ie See 31,595,978 
165 .. Standard of England. 38,461,980 
166 .. Empire Life, Can..... 38,114,680 
167 .«. Wietory Life, Kan... 37,796,925 
168 .. Old Republic Credit. $7,448,132 
og Sees 719,867 
169 . Great Northern ...... 37,307,106 
i Sarees 1,900,985 
ly 16,800 
170 .. Great Amer., Tex....... 37,001,752 
i ae 4,754,858 
GPa: <5<0es 2,412,043 
Mi. 5. Midlent Lille. ...ccin<. 36,730,058 
172... Peninsular 36,054,142 
1G. 4 ia we 4 : 
173; «<  ‘Seranten hile: iss cccws 
174 .. Conservative, W. Va... 
175 .. Mutual L. & Cit. Assn. 
iY een 17,942,403 
176 .. Security Mut., Nebr... 
Ys & re Mid-Continent bees 
178 .. Sovereign Life, Can... 
iM RMR i 0, a er ae aro eee 
180 .. Lineoln Liberty : 
181 .. Atlas Life eal 31,781,216 
Po ere 5,621,960 
182 .. Home State, Okla.... 31,074,940 
oS, 21,859,323 
183 .. Farm Bureau Life.... 30,913,706 
Co: rs 
184 .. Gate City 30,887,760 
CS ae 
185 Tinperial 30,639,722 
eee 
186 All States 30,120,668 
ERG. tess 
187 .. Occidental Life, N. C.. 29,487,681 
183 .. Pennsylv. Mutual .... 28,997,714 
EMG. e050 22,848,252 
Sy are 19,000 
189 «. Natl, Pidenty ...cci05% 28,469,392 
GED. i.0ss 2,314,776 


190 .. Royal Ins. Co., BEng... 
191 .. Bixpreseman’s Mut..... 





” 
tee 


102... FRORAS THEE ccc secs 27,537,727 

TOS 3 «5 TP APONe eras ceceecs 27,415,323 
Co; 309,199 

194 .. Michigun Life ....... 27,195,088 
a 3,214,092 

196 .. Home Friendly ...... 27,192,694 
BR 440.000 27,112,694 

196 Empire Life & Acci.. 
: |. re 20,299,3 






197 .. Paul Revere 
198 .. Fidelity Union 




















(Cy ee 

ty rs Republic Natl ...62.. 

200? 3: SGRRONPE  clccdicewc® ss . 

201 .. Tdte of Detroit.....<... 26,193,487 

202 .. Bankers H. & L...... 26,656,693 
oh Se 22,405,492 

S. «0 OPVISCG Tle. wicscec ss 25,282,209 

204 «: Provident, N. Dek..... 25,039,596 
aa 47,000 

205 .. Wisconsin Life ...... 24,838,020 

206 .. Midtand Mati. ....... 24,468,051 
GRR: 6.610% 193,400 

207 .. Conservative, Ind..... 

BOO sc) MRIS cease cere ers. eerste 

209 = .. Globe Life, Ill... 
Ind. ..ce0s 3,621,769 

210 .. Columbian Mut........ 

211 .. Monarch, Mass. ...... 

sis 65. ey. Cet. bk. & A....% 

213 .. Reliable Life, Mo..... 
OT err 20,478,998 

214... Amer. Reserve, Nebr.. 

315 .. Briton Eile, Ve... .5 sc 20,962,787 

216 .. Republic Life ........ 20,028,281 
i eee 46,500 

alt) os “prim Ti. & Tan. 19,384,546 
_. aa 17,657,546 


218 («2 “Sthnd@ard, Pas) ..35.%.6.4 18,823.511 
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Lincoln gy 


Commonwealth Benef. 
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New All-Time Highs 
for Insurance in 
Force Reported 


Ordinary, Group and 
Industrial All at 
Record Figure 


Ordinary, group and industrial all at- 
tained new all-time highs as to amounts 
in force at the end of 1939, the actual 
adding machine total of 309 United States 
and Canadian companies reporting so far 
being $122,207,499,688. A yéar ago the 
figure for 285 companies was $118,631,- 
933,298. 

Ordinary stood at $86,027,627,386, a 
gain of over $2,000,000,000 from last 
year when the figure was $84,001,493,004 
for 285 companies. The total industrial 
in force was $21,352,327,065, a gain of 
slightly over $250,000,000 from the end 
of 1938 when it stood at $21,097,762,877. 
Group insurance totaled $14,827,545,217, 
a gain of $1,250,000,000 over the previous 
year which was $13,532,677,417. 

All these figures are from advance 
reports to the Unique Manual-Digest 
published by THe NATIONAL UNDER- 
WRITER and cover a much broader scope 
than any other such compilation. 


Admitted Assets 31 Billion 


Total admitted assets as of Dec. 31, 
1939, reported to date by a somewhat 
smaller number of companies stood at 
$31,194,996,957; surplus for the same 
companies was $1,799,631,363; and net 
reserves, $24,985,048,087. The total paid 
policyholders was $2,825,008,057; and the 
new insurance “paid for” (including re- 
vivals and increases) $13,930,772,682. 

In January, 1938, 269 companies had 
$117,102,427,312 in force, in 1937 265 
companies had $111,470,000,000, in Janu- 
ary, 1936, 273 had $106,335,000,000, in 
1935, 276 companies had $104,277,000,000, 
the figure in 1934 being $103,220,000,000. 


18 “Billionaires” at End of 1939 


For the first time in three vears, there 
has been a change in rank among the 
leading 10 companies, the Equitable So- 
ciety moving into 3rd place ahead of the 
New York Life. The latter continues to 
hold the lead of those companies con- 
fining their business to ordinary insur- 
ance exclusive of group and industrial. 

No other change occurs among the 
leading 20 companies. The Lincoln Na- 
tional joins the billionaire class, making 
18 companies in all. Four companies 
entered the 100 million class in 1939, 
compared to two the previous year. 
Newcomers to this group are the Gulf 
Life of Florida, Home Beneficial, Indus- 
trial Life & Health, and the Ohio State. 

American National continued its ad- 
vance to 22nd place, having come from 
27th in the past five years. National Life 
& Accident also advanced one place 
again, it ending in 25th place as com- 
pared to 26th last year and 33rd in 1936. 
Monumental in 47th place registered a 
gain of two places. Life & Casualty of 
lennessee ending in 50th place registered 
a gain of three places from 53rd and 
Irom 55th in 1936. Gains of one place 
in the past year among leading 50 com- 
panies were made by Great-West, Occi- 
er ag of California, and Home of New 

ork, 


Other Gains Shown 


Lutheran Mutual Life which became a 
legal reserve company in 1938 registered an 
advance of eight places to 122nd from 130th, 
It was closely followed by Liberty Life 
of. South Carolina which advanced to 
113th from 120th for a gain of seven 





Reprints Available on 
“In Force” Rankings 
Reprints of the ranking of the 
companies by insurance in force, 
published on page 2, are available. 
The reprints are in the form of a 
pocket sized folder, 314 by 8% 
inches. The price per 100 is $3 
and $1.25 for additional hundreds. 
Send orders with check attached 
to The National Underwriter, 175 
West Jackson boulevard, Chicago. 








places last year and a total gain of 24 
places in the last five years. 

Country Life of Illinois in 73rd place 
and Gulf Life, Florida, in 93rd, both 
gained five places. Although it has con- 
fined its activities to one state, Illinois, 
Country Life has advanced 23 places 
since 1937, 

Protective Life, Alabama, in 84th po- 
sition, registered a gain of five places. 
United Benefit in 71st place, Peoples, 
D. C. in 81st, Industrial Life & Health 
in 96th and Knights Life in 106th all 
registered gains of four places. 


Climb Three Places 


In addition to the Life & Casualty 
already noted, Shenandoah in 59th, Pilot 
74th, Equitable of D. C. 89th, Home 
Beneficial 94th and Liberty National 
108th, climbed three places in the stand- 
ings. Massachusetts Savings Banks, 
Provident Life & Accident, Continental 
of D. C. and Beneficial each gained two 
places in the standing. 

Fifteen companies advanced one place. 
In addition to those already noted, they 
were Continental Assurance, North 
American, Canada; Home Life of Penn- 
sylvania, Business Men’s Assurance, Eu- 
reka-Maryland, Manhattan, Durham, 
North Carolina, Oregon Mutual, Mon- 
arch of Canada and Teachers Insurance 
& Annuity. 


A total of 35 companies registered 
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te Highly Honored 





A. M. EMBRY 


Special honor was done to A. M. 
Embry of Kansas City, head of the 
Equitable Society agency there, and 
superintendent of agents. It marked the 
16th anniversary of his joining the 
agency. The day also was his birthday. 








gains in the past year. Of these 16 were 
made by companies writing both indus- 
trial and ordinary insurance. Of the 15 
companies gaining three places or more, 
nine were of this class. 

Although not shown by the table, the 
most spectacular gain was made by the 
Cuna Mutual of Wisconsin. Organized 
in 1935 by the Credit Union National 
Association, it was in 211th place in 
1938. Advancing to 170th in the 1939 
table, it now appears in 133rd position. 








mobile accident, and died. 


_ 


7 years. 


premium payments. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





Insurance Money at Work 


About a year and a half ago one of our Philadelphia 
underwriters set up an $11,840 Convertible plan for this 
man. Recently the insured was fatally injured in an auto- 


From this insurance his parents have received the sum 
of $1,500, which was planned to repay them for the college 
education they had given the son. The father has been out of 
work for several years, during which the parents were de- 
pendent upon the son, and now that he is gone the parents are 
using the $1,500 to finance them in starting a small shop which 
will enable them to earn a living. 

The insured’s wife received a cleanup fund of $1,000, 
which was used up in paying the hospital and funeral ex- 
penses of her husband. She is also now receiving a monthly 
income of approximately $150 from the insurance, and after 
the first year will receive $100 a month during the succeeding 


Since she and her mother have a small dress shop of their 
own, she is getting along comfortably. The underwriter has 
suggested that she now buy Retirement Income for her own 
future and for protection of her small son. With her business 
and the insurance income she can take care of the necessary 
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THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 
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JOHN A. STEVENSON 
President 




















Little Gem Life 
Chart for 1940 Has 
Many New Feafures 


Programming Section 
Enlarged in Key with 
Modern, Effective Selling 


improvements have been 
Little Gem Life Chart 


fur 1946, work on which is rapidly near 


Important 
made in the new 
ing completion and which will be off 
THE NATIONAL UNDERWRITER 
shortly. 


p ress 
In the enlarged settlement cp- 
tion or programming section, both the 
income payable on contracts now being 
issued and the 
contracts of 
Thus in the Little Gem, agents will have 
for the first time a reference book con- 
taining this useful income-payable in 
formation on current as well as on old 
contracts. Since income figures of this 
kind are an essential part of most mod- 
ern effective selling methods, the new 
broader coverage of this data will add 
to its usefulness. Only with this com- 
prehensive showing of income informa- 
tion is an agent properly equipped in 
telligently to advise prospects and pol 
icyholders as to how life insurance can 
best serve various individual needs. 


income payable under 


former years are shown 


“Pension Power” of Insurance 


One of the most effective ways of 
making prospects of people who already 
own insurance is to get them to thinking 
about “income” instead of lump sums, 
using the Little Gem for the facts and 
figures at the proper point during the 
interview. By asking such people “Do 
you know the pension-power of your in 
surance?” or asking to explain some of 
the unusual things about the options in 
their present contracts, the agent gets the 
chance to explain and to present more 
“income-producing property,” more life 
insurance. The 1940 Little Gem Life 
Chart gives the answers to all sorts of 
questions that come up in working with 
this large group of good prospects. It 
tells exactly how much income present 
insurance will provide, what will be 
available from social security, how much 
more is needed to accomplish the de 
sired purposes, what the retirement 
values are, etc. 

Effective Arrangement 


For all of the larger companies the 
current settlement option income infor- 
mation is given in the Little Gem right 
with the values, rates, etc., in the form 
of exact income figures which are so 
arranged that the agent may lead di 
rectly into his presentation of the pros 
pect’s needs for additional coverage. 
These showings are in addition to the 


special settlement option section § in 
which the exact income data for both 
current and old contracts is given in 


tabular form for practically all impor- 
tant companies. With these are alo 
numerous illustrative income _ tables, 
which are most helpful in interestine 
“cold” prospects, selling “larger” con- 
tracts, and in selling people who feel 
they already have enough insurance. 
The illustrative tables are extremely 
flexible and so designed that by quick 
reference one may readily determine the 
insurance needed to accomplish practi- 
cally any result that may be desired. 
The complete programming section in- 
cludes, because of the widespread need 
for up-to-date convenient data on the 
new social security law, new copy- 
righted “direct-reading” tables showing 
the benefits promised together with 
many helpful pointers as to fitting social 
(CONTINUED ON PAGE 20) 








Policyholders of 
Mutual Companies 
fo Have More Voice 


Digest of Bill Introduced 
in the Legislature 
of New York 


NEW YORK—Aimed at giving mu- 


tual life company policyholders more ac- 
tive control of their companies, a bill has 


been introduced in the New York legis- 
lature which requires that companies 
domiciled in New York state have a di- 


rector from each of the nine judicial dis- 
tricts, the policyholders in each district 
voting at the county clerk’s offices for a 
who would have to be a resi- 
district and also a_policy- 


director; 
dent of the 
holder. 

The companies dislike the proposal on 


a UNDERWRITER 


many grounds, mainly because it would 
put directors’ elections on a level with 


political campaigns and would open the 
door to an undesirable and perhaps dis- 
turbing tvpe of demagoguery. Though 
not a department measure, the bill has 
strong sponsorship, having been intro- 
duced in the assembly by R. Foster Pi- 
per, chairman of the assembly insurance 
committee and of the joint legislative 
committee on recodification of the insur- 
ance law, and in the senate by Senator 
\W. H. Hampton, chairman of the senate 
insurance committee and vice-chairman 
of the recodification committee. 


Meeting TNEC Shafts 


The bill is obviously an attempt to 
meet some of the criticisms made in the 
course of the Temporary National Eco- 
nomic Committee’s investigation of life 
insurance. The TNEC marshalled testi- 
mony in which it attempted to show that 
control of mutual companies by their 
policyholders is nominal and potential 
rather than actual and that furthermore 
if the policyholders wished to exercise 
their potential control the selection ma- 
chinery as now set up would be so cum- 
bersome as probably to thwart any ef- 
forts along this line. 

Witnesses before the TNEC, however, 
brought out that it would be highly un- 
desirable to have an election procedure 

(CONTINUED ON LAST PAGE) 
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Life Men Continue 
fo Be Vigilant in 
Their Activities 


Roger Hull Says There 
Will Be No Relaxing in 
Onward March 


BOSTON—The close of life insur- 
ance hearings by the TNEC will not 
result in the relaxing of vigilance by 
the life men but rather ‘ta course of ac- 


tion based upon a philosophy of en- 
trenchment, fortification and reconstruc- 
tion—a preservation of individual re- 
serves.” This interpretation of the next 
move of organized agents was ex- 
pounded by Roger B. Hull, managing 
director National Association of Life 


in an address on March 
3oston Life Insurance & 


Underwriters, 
14 before the 
Trust Council. 


Should Restore Prosperity 


” 


said Mr. Hull, 
voices in the na- 
are now pro- 


necessity for the 


“It is my conviction, 
“that the controlling 
tional administration 
foundly aware of the 
restoration of business prosperity. They 
are seeing more and more clearly, I be- 
lieve, that business strength and public 
confidence are essential to the protec- 
tion and growth of our American sys- 
tem of free private enterprise. It must 
be so, if they are seeing with half an 
eye the results of other svstems through- 
out the world. There is less and less 
dissent from that sound view. We are 
becoming more and more powerfully 
united, in our loyalty to our system and 
in our determination to safeguard and 
improve it.” 

The National association executive 
warned, however, that “representatives 
of government must be careful to avoid 
aggravating, antagonizing and non-con- 
constructive approaches to their under- 
takings. If they are not, they can do 
great harm to the public interest and to 
the rebuilding of that cooperation be- 
tween government and business so es- 
sential to our national well-being. Also, 
by the same reasoning, business must 
just as zealously strive for the public 
good.” 

Life Insurance to Go Ahead 

Voicing his confidence that, whatever 
the eventual results of the investiga- 
tions, the institution of life insurance is 
going to continue to go strongly for- 
ward, expanding the scope and quality 
of its service under the fundamentals of 
the American system, Mr. Hull told the 
trust officers that “whether we do go 
strongly forward depends much more, 
in my opinion, upon what you and we 
do about it, than upon what eventuates 
out of our national capital.” 


Life Men’s Affirmative Position 


As an illustration of how life agents 
might build an = affirmative position 
against still impending threats, he dis- 
cussed the ideal attitude to be taken in 
relation to such mov ements as Senator 
\Wagner’s proposed “post-office annui- 
ties.” 

“No policy of retrenchment; no atti- 
tude of apology. Rather, a course of 
action grounded upon a philosophy of 
entrenchment, fortification, reconstruc- 
tion. And this entrenchment, this re- 
construction, must take place in the 
realm of public opinion. The achieve- 
ments of the institution of life insur- 
ance—even our struggles with the be- 
setting problems of the business—are 
nothing to apologize for. For too long, 
those of us who know and appreciate 
the values of life insurance have been 
willing to let discontented elements mo- 


nopolize the channels of communication 
for the shaping of public opinion. While 
we have been idle, the subversive ele- 
ments have been at work. Our best de- 
fense has become an enlightened rebuild- 
ing of public opinion, based upon a com- 
plete understanding of life insurance 
and its problems.” 

To be ready to admit that there are 
too many unqualified agents in the busi- 
ness, and to strengthen the representa- 
tion of life insurance by the agent, 
through strengthening the agent’s char- 
acter and performance—these moves 
were cited by Mr. Hull as necessary ad- 
juncts to a constructive campaign on 
the part of the life insurance business, 

“The most important thing for us to 
understand,” he counseled, “is that the 
suspicions and the confusions that have 
been engendered in the public must be 
met and overcome on a broad base of 
intensified service to the insured.” 

Calling the members of both profes- 
sional groups “the first line of defense 
against the ‘term insurance fallacy,’ 
Mr. Hull challenged especially those in 
the trust field to join in the preservation 
of individual reserves which are being 
“so devastatingly torn down through the 
ill-advised and selfish representations of 
insurance counsellors and advisors.” 

Mr. Hull pointed to the record of state 
supervision and showed how its opera- 
tion for nearly 100 years has “been a 
tremendous power in the safeguarding 
of an institution which in public sery- 
ice, in the abolition of poverty, in the 
protection of property values and in the 
economic and industrial growth of the 
nation, has had an unparalleled growth, 
has made an extraordinary record.” He 
said: “The supervision and control of in- 
dividual reserves in this country must 
never become, as Senator Tydings of 
Maryland recently warned, a politician's 
paradise.” 


Rene P. Banks K. C. Speaker 

KANSAS CITY—Rene P. Banks, 
general agent Penn Mutual Life, Cleve- 
land, discussed “Building Manpower” 
before the General Agents & Managers 
Association here. He said he expects 
the best business in ten years in Cleve- 
land and is adding new producers, some- 
thing he has not done to any extent for 
several years. 

He puts emphasis in sales training on 
corporation insurance and salary savings 
forms. The sale of the latter will cover 
the increased payrolls. Corporation busi- 
ness has become practically a new field 
in the last ten years; the key men in in- 
dustry have changed, and they now are 
making money and the future looks good 
for them. 





Cincinnati Sales Congress 
CINCINNATI—C. O. Fischer, Mas- 
sachusetts Mutual; J. A. Witherspoon, 
Nashville, John Hancock; J. O. Todd, 
Chicago; C. J. Zimmerman, Connecticut 
Mutual, president National Association 
of Life Underwriters, Chicago; A. H. 
Morrill, president Kroger Grocery & 
Baking Co., are headliners for the an- 
nual tri-state sales congress sponsored 
by the Cincinnati association March 21. 
A feature will be a foursome of four 
prominent local agents: Louis Gutmann. 
Penn Mutual, “Our Best Markets”; H. 
S. Chase, Mutual Benefit, “Selling Your 
Service”; “The Modern Ww oman’s View- 


point,” Clara McBreen, Equitable So- 
ciety, and “Weapons,” FE. F.  Pierle, 
Provident Mutual. : 

A playlet, “O. K. With Corrections, 


will be featured at the luncheon, in ad- 


dition to Mr. Morrill. 


Franklin Life’s Publicity Man 

ve apg Chas. E. Becker of the 
Franklin Life has appointed F. J. 
O’Brien as adv ertising manager and di- 
rector of sales promotion. He formerly 
occupied a similar position with the 
Fidelity Investment Association ot 
Wheeling, W. Va., where he made an 
outstanding record. He is 36 years of 
age, and a graduate of New York Uni 
versity, where he specialized in adver- 
tising and marketing. 
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Empire Trust Has 
New Finance Plan 


New York City Bank 
Introduces Service for 
the Policyholders 


NEW YORK—Empire Trust Com- 
pany, prominent New York City bank, 
has introduced a premium financing 
service for life insurance policyholders. 
According to H. R. Winter, assistant 
secretary, who has charge of the new 
venture, this is the first time that any 
bank has gone into this field. The ven- 
ture has aroused interest among bank- 
ers as well as insurance men, for the 
trust company, by paying the insured’s 
premiums for him in advance, in effect 
lends him money without either collat- 
eral or co-maker’s endorsement. 

What the bank does is to take over 
all the job of paying all the insured’s 
premiums, or whatever policies he 
wants to include in the plan. The total 
premium is computed on the quarterly 
basis according to each company’s rate 
as shown in the Little Gem Life Chart. 
The insured pays one-twelfth of this 
amount to the bank every month. 


Superior Credit Risk 


Since pledging the policy as collateral 
is not part of the plan, the scheme can 
be used in connection with purchases 
of new insurance or on policies having 
no cash values. While the novelty of 
the plan makes it something of an ex- 
periment, the trust company is going on 
the assumption that a man who carries 
insurance is a measurably better credit 
risk than one who does not. The bank 
reserves the right to decline risks which 
seem dubious but otherwise anybody 
with life insurance and a steady job, or 
other dependable source of income, can 
qualify. 
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One hazard for which the bank will 
be on the alert is the possibilitiy that 
an unscrupulous agent might sell a pol- 
icy to a_ dishonest, judgment-proof 
prospect. The bank having paid the 
first annual premium in full, the agent 
would be able to collect his commission, 
after which the bogus prospect could 
cease making his monthly payments to 
the bank, leaving the institution to hold 
the bag. 

Though not one of the top New York 
City banks in size, it ranks 23rd among 
the city’s numerous banks and is the 
101st largest bank in the United States. 


Panel Discussions in N. Y. 

Two six-man panels will discuss the 
what and why of success in life insur- 
ance selling at the sales congress of the 
New York City Life Underwriters As- 
sociation March 28. 

The senior panel, composed of New 
York managers, each with a successful 
record of more than 25 years in sales 


promotion work, will include J. S. My- 
rick, Mutual Life; Harry Gardiner, 
John Hancock; Sheppard Homans, 


Equitable Society; H. F. Gray, Connec- 
ticut Mutual; Lawrence E. Simon, Mas- 
sachusetts Mutual, and Robert L. 
Jones, State Mutual. 

The six agents on the junior panel are 
men less than two years in the business 
and with records of $200,000 a year in 
average sized policies. They are: H. 
F. Silver, Travelers; Kenneth Connell, 
Phoenix Mutual; R. D. Israel, Union 
Central; John Frye, Jr., Provident Mu- 
tual; Philip Lederer, Connecticut Mu- 
tual; Joseph Lovejoy, Jr., Penn Mutual. 





Grant Bowles $5,600 Salary 


RICHMOND, VA.—Although the 
Virginia house cut his salary in the bud- 
get from $5,600 to $5,000, Commissioner 
Bowles had the satisfaction of seeing 
the senate restore the amount to $5,600. 
The house then concurred in this action. 


Hunter Tells About : 
TNEC Hearings 


LOS ANGELES—tThe Life Insur- 
ance Managers Association had first 
hand information on the things that hap- 
pened during at least a part of the 
TNEC hearings from Vice-president D. 
Gordon Hunter of the Phoenix Mutual 





D. GORDON HUNTER 


Life. Saying that the Armstrong in- 
vestigation in 1906 revealed the bad 
condition of the business at that time 
and resulted in laws that have bene- 
fited life insurance, he said that because 
of the probe and the corrections that 
had been made, life insurance was the 
one business that had come through 
the depression years without any trou- 
ble. He declared the investigators for 
the TNEC could find no conditions in 


5 


the business today such as were found in 
1906. 

He was present at many of the hear- 
ings and assured his hearers many of 
the fears that had been expressed were 
groundless. He said that as a result of 
the facts brought out by the question- 
naires the companies were shown clearly 
that it was their duty to get better men, 
give them better training and remuner- 
ate them on a more adequate scale if 
they measured up to the standards re- 
quired. He said that the committee on 
agency policy definitely was out this 
year with a program of elimination of 
the unfit from the ranks of agents. He 
declared the trends now are in the right 
direction and that the committee is 
going to concentrate on getting men 
worth while. He said it is not fair to 
the men in the various offices who are 
devoting their whole time to the busi- 
ness to encourage the part time men. 

President A. E. Payton announced 
that the next meeting would be March 
18, with Vice-president Paul Clark of 
the John Hancock Mutual Life and A. 
H. Dalzell, supervisor of field training 
of the same company, as the speakers. 


Miller Joins Guarantee Mutual 


OMAHA—F. R. Miller, Provident 
Mutual Life, has resigned as general 
agent to devote his entire time to his 





personal clientele, and has become 
affiliated with the home office agency 
of the Guarantee Mutual Life. He is a 


C.L.U. and has just completed his term 
as president of the Omaha Association 
of Life Underwriters. 


Jaqua to Speak in Newark 


At the dinner meeting of the Life 
Agency Supervisors Association of 
Northern New Jersey in Newark, March 
19, A. R. Jaqua, associate editor Dia- 
mond Life Bulletins, will talk on 
“Problems Affecting the Supervisors.” 








HOU JOWN LINCOLN ENLARGED 
HIS FIELD OF PROSPECTS | 
WITH BUSINESS INSURANCE/ 







I NEED. 










J JOHN, THIS BUSINESS INSURANCE 

KIT SHOULD OPEN UP A NEW AND 
PROFITABLE FIELD OF PROSPECTS 
FOR YOU // 












THANKS, 


BOSS. I'LL 
STUDY UP 





SAY, THIS KIT HAS EVERYTHING 
BESIDES THE FACTS 
THERE ARE SALES TALKS, 

APPROACHES AND cLoses / 













ON iT / 














SO YOU SEE, EVEN IN A \ 
SMALL BUSINESS LIKE DRY 
CLEANING YOU NEED 

PARTNERSHIP INSURANCE. 













THANKS. WE 
APPRECIATE 
YOUR HELP. 











r WE KNOW WE NOW 
HAVE ONE HARDWARE 
BUSINESS PARTNERSHIP 


THAT IS SAPE// _ 
















YES. SHOULD ANY- 
THING HAPPEN TO 
EITHER OF YOU, YOUR. 
FAMILY WILL GET CASH 
~— NOT BUSINESS WORRIES 


















TLL GET TOGETHER WITH 
OUR LAWYER. THIS PLAN 
REALLY PROTECTS A 
CLOSE CORPORATION! 





THANKS. I'M 
SURE YOU HAVE 


BUSINESS INSURANCE HELPED ME INTO 
A NEW FIELD OF PROSPECTS. 








ALL MATERIAL 
YOU NEED! 
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Pacific Mutual Is 
Upheld by Court 


Judge Vickers Holds That 
No Fraud Is Seen 
in the Rehabilitation 





LOS ANGELES — Superior Court 
Judge Vickers, who has been trying the 
suit of Col. W. H. Neblett to overthrow 
the rehabilitation agreement of the Pa- 
cific Mutual Life for the past seven 
weeks, handed down his ruling denying 
the plea of the plaintiff and leaving open 
only the question of the voiding of the 
voting trust agreement. Judge Vickers 
held that no fraud had been committed 
on the court, those interested or the 
people. The court held that Sections 920 
of the political code, 71 of the criminal 
code and L667 of the civil code did not 
apply in this case as urged by Neblett 
and cannot be considered as ground for 
the overthrowing of Judge Willis’ judg- 
ment or of the rehabilitation agreement 
after its approval by Judge Willis, and 
finally that the court order of Dec. 4, 
1936, or the rehabilitation agreement 
were not void because of fraud or any 
other charges. 


S pecid] Pension 
Clinic Is Held by 
New England Mutual 


BOSTON—Pioneering with a com- 
pletely new method of education in ad- 
vanced underwriting, the New England 
Mutual Life conducted an advanced 
four-day clinic on pension trusts here 
for a group of representatives from vari- 
ous agencies. 

The principal discussions were led by 
C. Preston Dawson, New York City 
general agent, and Robert J. Lawthers, 
manager home office benefit department 
and a pioneer in pension trust work. L. 
D. Crandon and H. C. Stockman, New- 
ark; H. Atwood, Boston, and R. C. 
Newman, et. Louis, all life members of 
the Million Dollar Round Table, also 
took part in leading various conference 
periods. 

“The pension trust is one of the most 
complex fields in life underwriting, and 
presents an important, growing oppor- 
tunity,” George L. Hunt, agency vice- 
president, keynoted. 

Mr. Dawson called attention to the 
important sociological and personnel 
management benefits resulting from defi- 
nite retirement programs. Such plans, he 
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LET'S TALK ABOUT: 


What are his particular problems? 
How do you determine what he needs? 
What plan is best to check his work? 


Can you effectively “retrain” him? 


Have you tried a quota plan with him? 
€ 


These are typical questions that are 
threshed out at a session of Guarantee 
Mutual's unique GENERAL AGENT'S 
CONFERENCE. It is a two-week round- 
table, truly ‘“‘mutual’’ style of conference. 
Conclusions jointly reached materially aid 
General Agents to make their operations 
more effective and profitable. 


“Forward in Forty” really means 
something with us. 


A. B. Olson, Agency Vice-President 


GUARANTEE MUTUAL LIPE COMPANY 


NEBRASKA 


ORGANIZED 1901 


OMAHA, 





MEN MUST SUCCEED’’ 




















he 
“eDisappoin hud ‘ 
Abgent 


— 





Ask our General Agents 
about the value of our 
GENERAL AGENT’S 
CONFERENCE. It is a 
part of the “Builders of 
Men” agency plan. 





Our Income Continuance plan provides monthly payments for life to our agents beginning 


at age 65. Ask 


about it! 





said, enable asain not only to 
give youth better opportunity for ad- 
vancement, but also frequently to keep 


alive the creative spirit and to keep 
abreast of the times. 
dae marked trend to underwritten 


pension plans shows that the day of 
unscientific programs is past,” Mr. Daw- 
son stated. “This is due in part to gov- 
ernment requirements that plans be built 
on a sound actuarial basis if tax and 
other advantages are to be enjoyed; and 
in part to the desire of business man- 
agement for a more in procedure.” 

Mr. Lawthers pointed out that the in- 
creasing field for pension trust work 
reflects the definite awakening of em- 
ployers to the principle of human 
depreciation. 


Recognize Pension Problem 


“The growing sense of social obliga- 
tion of employer management to em- 
ployes has brought about a recognition 
of the importance of the pension prob- 
lem,” he stated. ‘‘Equally important, the 
demand for retirement programs pro- 
ceeds from a realization that a_well- 
formulated pension plan is demanded by 
good accounting. From this point of 
view, it is desirable to charge the cost 
of pensioning employes in the future 
against current costs of production, 
where it belongs, instead of leaving it 
as a charge against production costs in 
the future. Even if superannuated em- 
ployes are not formally retired but are 
kept on the payroll, there is a concealed 
pension, due to their decreased efficiency, 
which is often even more costly. From 
the standpoint of employe, management, 
and stockholders, pension costs should 
be charged against production while they 
are accruing.” 


Consider Appraisal of Needs 


After a review of the background and 
general description of pension trusts, 
the discussions turned to the questions 
of appraising needs and selecting pros- 
pects. The various phases of planning 
a particular case were delved into, in- 
cluding the specific preliminary informa- 
tion of the prospect’s organization, anal- 
ysis of payroll and employes’ social 
security accounts, and work-sheet co- 
ordination. Attention was then turned 
to the features of the trust agreements 
themselves. These included the various 
methods of participation and their work- 
ing out, legal and tax requirements and 
aspects of cooperation with prospects’ 
attorneys. 

Further discussion periods were de- 
voted to comparison of pension trusts 
with other pension and salary savings 
plans, recommended bookkeeping sys- 
tems, and sales material and practice. 
The aspects covered during each day’s 
program were the subjects of individual 
study and review through definite assign- 
ments and analysis of specific cases. 





Research Bureau Has Parley 
with 35 at Chicago 


Thirty-five home office executives 
from 25 companies met this week in 
Chicago, for a conference under the aus- 
pices of the Sales Research Bureau. The 
companies represented were those be- 
tween $125,000,000 and $400,000,000 in- 
surance in force. The meeting consisted 
of discussions of agency operations, 
company objectives, agency department 


organization, supervision of agents and 
agencies, compensation of agents, gen- 
eral agents and managers. 

Members of the bureau staff who 


acted as discussion leaders were John 
Marshall Holcombe, Jr., manager; B. 
N. Woodson, director of service; L. S. 


Morrison, director of research; L. W. 
S. Chapman, Ward Phelps and R. B. 
Proctor. 


Mr. Woodson spoke on motivating at 
a meeting of the Life Agency Super- 
visors club of Chicago Thursday. 


Newton H. Bell, Provident Mutual 
Life, explorer and world traveler, ad- 
dressed the San Francisco Blue Goose 
on “My Adventures Among the Arabs.” 


New Book 








HENRY WIREMAN COOK 


DR. 
The new book printed by Prentice- 
Hall, “Issued as Applied For,” by Dr, 
Henry W. Cook, vice-president and 
medical director of the Northwestern 
National Life, and Henry W. Cook, Jr., 
assistant underwriter, is a guide to life 
underwriting in the field. There is a 
foreword by Manager John M. Hol- 
combe of the Sales Research Bureau. 
Dr. Cook in his preface says that a 
knowledge of underwriting saves an 
agent’s time, temper and morale and 
enables him to earn more money with 
an equal expenditure of time and effort, 
reduces the waste of rejections and loss 


to business, better satisfies the pur- 
chaser, lowers company expense and 
improves mortality experience. The 


chapter headings are “Background for 
Selection,” “Some Controversial Aspects 
of Selection,’ “The Agent—an Under- 
writer,” “Medical Impairments and 
Other Selection Factors.” There are 
seven charts accompanying the text. It 
is intended to be a strictly practical book 
for the man in the field. Cook is 
one of the highest authorities on the 
subject. 








To Broadcast Preview of 
Atlanta Mid-year Rally 


A “radio preview’ of the midyear 
meeting of the National Association of 
Life Underwriters will be broadcast in 
Atlanta, March 28, according to Henry 
Powell, State Mutual, Atlanta, chairman 
of publicity. The meeting, which will 
be held April 5-6, will be publicized in 
an interview between Baxter Maddox, 
Connecticut Mutual, general chairman, 
and members of the station’s “Welcome 
South, Brother” program. The show is 
sponsored by the Atlanta convention 
and visitors’ bureau, and F. A. Bollinger, 
vice-president of the bureau, will dis- 
cuss the association gathering with Mr. 
Maddox. 

The program will be on the air from 
10:30 to 11:00 p. m., central time, over 
WSB, which broadcasts on a 740 kilo- 
cycle band. 


Can't Attend Blanks Parley 


AUSTIN, TEX.—Inhibitions of gen- 
eral appropriation act of Texas prevent 
payment of expenses of the insurance 
department actuary in attending the 
meeting on blanks of the National As- 
sociation of Insurance Commissioners, 
it has been held by the attorney-gen- 
eral. Commissioner Woodward ‘stated 
that it had been the custom for the 
actuary to attend the meetings. The 
attorney general agreed that the pro- 
posed trip doubtless was state business 
but the appropriation bill prohibits pay- 
ment of travelling’ expenses of a state 
employe to any type of convention. 
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Leading Fraternal 
Men on Program 


Society Chiefs, Public 
Officials Address Illinois 
Congress Meeting 


Distinguished fraternalists, Chicago 
city and Illinois state officials gave a 
speaking program at the annual meeting 
of the Illinois Fraternal Congress, which 
was worthy of a National Fraternal ‘Con- 
gress meeting. Among the speakers 
were: C. L. Biggs, Maccabees, Detroit, 
past president N. F. C.; O. E. Aleshire, 
president Modern Woodmen, President 
presidents section N. F. C.; N. J. Wil- 
liams, president Renbshte Reserve; A. 
O. Benz, president Aid Association for 
Lutherans; F. F. Farrell, executive sec- 
retary-manager N. F. C.; N. K. Neprud, 
superintendent of agencies Lutheran 
Brotherhood; Judge J. P. McGoorty, of 
Chicago, representing Governor Horner; 
Roy L. Davis, assistant insurance direc- 
tor of Illinois; O. C. Rentner, Lutheran 
Mutual, and Mayor Kelly of Chicago. 


Officers Are Reelected 


All officers were reelected, these 
being: President, T. R. Heaney, Catho- 
lice Order of Foresters; vice- -president, 
Walter C. Below, president Fidelity Life; 
treasurer, C. J. Del Vecchio, Royal 
League; secretary, R. J. Mathias, Chi- 
cago, Lutheran Brotherhood. 

L. A. Knight, general attorney Royal 
Neighbors, was elected on the execu- 
tive committee, which also includes Mr. 
Aleshire, Mrs. Antoinette Czerniak, Po- 


lish Roman Catholic Union; W. F. 
Schultz, Aid Association for Lutherans; 
H. A. Reise, Chicago, Italo-American 


National Union; Mrs. Anna R. Downs, 
head of the Women’s Catholic Order 
of Foresters; J. M. Miller, counsel 
Woman’s Benefit, and J. P. Stock, ‘Chi- 
cago, Illinois manager Maccabees. T. H. 
Cannon, head of the C. O. F., installed 
the officers. 

Mr. Williams talked on “Persistency,” 
stressing the need for following through 
and interesting the younger people in 
fraternalism. 


Take Up Some Problems 


Mr. Benz discussed public relations 
and advertising, urging the necessity of 
educating the public to the value of frat- 
ernal life insurance. Mr. Rentner told 
of the results of an analysis of death 
claims of his society which he said 
proved field workers do not follow up 
old members to give service and secure 
additional insurance. Mr. Biggs discussed 
the need for developing a better fraternal 
spirit. Messrs. Davis and Kelly and 
Judge McGoorty extended greetings. Mr. 
Aleshire reported on legislative activities. 

President Heeney talked on educa- 
tional activities and the N. F. C. public 
relations program. While splendid finan- 
cial progress has been made by the so- 
cieties, he said, “we still lack either 
public confidence or sales ability, as 
evidenced by the fact that with few ex- 
ceptions our affiliated societies have 
shown a loss in membership and insur- 
ance in force rather consistently during 
the past 10 years. This is necessarily 
a matter of great concern to our execu- 
tive leaders, and as a result the subject 
is receiving close study and considera- 
tion. We are of the opinion that the 
problem will soon be solved.” 


Conservation Work Important 


ED. J. Buckley of Buckley-Dement & 
Co. Chicago, ina talk said fraternal in- 
surance is not passé, but there is a spe- 
cific place for it in the economic struc- 
ture. However, the fraternal institution 
needs a definite, long range program to 
popularize it with the public, plus a 
program of conservation of business in 
force. The insurance certificate must be 
actuarily right and sound and also ap- 
pealing. He told of the recent modern- 
ization of certificates and also the con- 
‘Servation of certificates by F 

(CONTINUED ON PAGE 21) 


Business Written 
and in Force 
in New Jersey 








Policies 
issued, Ins. 
revived & in force 
increased Dec. 
Cos. in 1939 31, 1939 
Acacia Mut. 2,262,047 18,618,228 
TAGtna. LILG ......<; 4,894,500 67,536,417 
Co) ae 14,698,302 65,934,663 
Baltimore Life .. 317,500 1,592,608 
Bankers, Is. .... 438,167 4,458,065 
*Bankers Natl. 2,783,121 11,560,209 
CHO nies 6 cee 4,200 89,2 
Berkshire ...... 590,479 7,990,064 
Bot 2,246,373 10,777,810 
 iwea wae 457,283 3,000,321 
pi eee ee 5,786,009 23,991,360 
*Columbian Natl 1,769,302 10,402,596 
Geeaee pawse sas 82,813 208,117 
EUGENE Sateccée igacees 1,376 
*Conn. General.... 4,774,317 42,656,502 
Ci) aes 890,300 5,024,294 
Conn. Mutual ... 4,363,149 47,654,527 
Contl. American. 1,715,850 9,475,907 
*Continental, Ill... 1,952,223 4,067,703 
GEOUD cecccces 1,061,000 498,500 
Credit Life ...... 67,528 35,573 
Eastern, N. Y. .. 40,500 257,553 
*Equitable, N. Y.. 8,365,664 180,755,724 
ECU) eae 16,843,154 92,378,539 
Equitable, Ia. .. 927,121 9,509,055 
*Eureka- Maryland 343,723 1,290,944 
Cro) 2,248 4,755 
Expressmen’s Mut. 41,007 608,744 
Farm’s & = 238,268 2,089,604 
Fedl. L. & C.. 74,500 112,000 
Fidelity Mut.. 912,285 12,500,929 
Cul eee 612,736 9,984,752 
Guardian, N. Y.. 2,560,230 21,707,470 
Home Life, N. Y. 1,467,400 13,160,702 
*John Hancock .. 16,112,751 115,015,743 
Group ..606s- 9,872,945 16,476,815 
pO ee 13,551,797 103,765,533 
*Lincoln Natl..... 3,955,454 18,018,219 
Co OU) eee 10,000 223,805 
Loyal Protective. 7,000 15,100 
Manhattan ...... 1,667,854 4,281,264 
Mitre, CAM... sce 867,170 1,141,546 
Mass. Mutual.... 7,256,605 78,386,154 
Mass. Protective. 98,440 1,212,636 
*Metropolitan .... 66,759,675 760,454,551 
GQFOUD cicccecs 3272827931 150,853,034 
D0 | ee 48,353,514 538,346,503 
Midland Mutual. 154,827 1,794,063 
MOMATER ..cceces 57,840 539,306 
Mutual, N. Y..... 6,048,955 95,372,484 
Mutual Benefit... 7,801,507 155,974,942 
Mutual Trust, Ill. 467,453 3,241,683 
National of Vt... 890,335 6,590,735 
New Eng. Mut. 3,845,884 48,499,527 
New York Life. 11,807,193 172,933,861 
No. Amer., Ill 2,030,940 7,104,366 
Northwest. Mut. 7,482,815 121,608,105 
Northwest. Natl. 166,794 2,623,645 
Pacific Mutual... 376,113 4,520,600 
Paul Revere..... 231,422 692,247 
Penn Mutual..... 9,282,895 105,639,338 
*Phitia. Lae . 2... 457,400 4,673,489 
GUOUE ticcccra . cuvuens 125,000 
Phoenix Mutual. 2,724,421 32,617,348 
Postal Natl. ... 397,194 1,405,912 
Provident Mut. 7,006,917 73,192,991 
Secur. Mut., EY. 785,139 3,146,353 
*Prudential «....... 76,018,340 738,004,968 
Chol) eee 52,621,112 176,827,002 
1 eee - (erie 763,441,759 
State Mutual . 2,135,139 22,254,553 
*Sun of Canada. 5,909,514 53,025,327 
Cr eae 113,539 1,673,189 
WEXSGVGIGEE 6006s: 8,544,166 111,732,317 
OMEEN G5. acar ave: e 26,602,620 105,132,627 
Union Central. 3,472,294 28,852,338 
*Union _— oan 159,046 1,069,741 
CGE oo diareca' 102,500 2,106,000 
Union , FOE 419,578 2,371,063 
United Benefit. 1,816,607 * 3,022,915 
United L. & A... 151,545 1,768,675 
UA 8 eee 616,480 3,852,641 
*Washington Natl. 357, 624 1 SPaes 
CRGU cacci ces 41 5484 16,3 
WRONG. aceee s/s 3, 835, 142 113, é39 
ROIANO fii vade see 595,248,936 5,332,354,917 
*Ordinary only. 
Leap Year Day Drives 
Staged by State Mutual 


The close relationships between the 
home office agency department staff of 
the State Mutual Life and the agency 
offices resulted in a challenge to the 
field force to collaborate with their of- 
fices on a leap year day drive on Feb. 
29 to write $1,000,000 of business. 

As an additional incentive, simul- 
taneously the home office announced 
that leap year day would also be the 
opening day for convention qualification 
for the next convention, at Virginia 
Beach in June 1941. The actual written 
business exceeded the $1,000,000 mark 
by a comfortable margin. 


HARRIS IS “GRAVY DAY” WINNER 


R. W. Harris, Jr., of Atlanta won the 
“gravy day” contest of the Volunteer 
State Life by writing the largest vol- 
ume of business on “gravy day.” Wilson 
Summar of Nashville had the largest 
number of applications on Feb. 29. 








\ \ 


if 





Highlights from the 


23rd Annual Report 


New paid-for insurance in 1939-amounted to 
$61.1 millions. In addition annuity considera- 
tions were received by the company totalling 
$1.6 millions. 


Life insurance in force at the end of 1939 exclud- 
ing annuities totalled $810.2 millions. 


Total assets were increased in 1939 to $274 mil- 
lions, the highest figure in the company’s his- 
tory. United States assets now amount to $64.9 
millions—liabilities $62.1 millions. 


Surplus funds and special reserves increased 
during the year to $16.7 millions. 


Payments to policyholders and beneficiaries in 
1939 amounted to an average of $2.1 millions 
each month and $25.9 millions total for the year. 
Seventy-one per cent of the total was paid to 
living policyholders. 


Dividends to policyholders were increased in 
1939 for the third successive year. And it was 
announced at the annual meeting that unless 
unforeseen developments arise a further and 
larger increase will be made in July 1940. 


C@he CANADA LIFE 


ASSURANCE COMPANY 


50 YEARS IN THE UNITED STATES 
Established 1847 


Home Office, Toronto, Canada 














8 


Peebles Wins 
Commission Suit 


The United States circuit court of 
appeals has rendered a decision for Em- 
mett C. Peebles, prominent agent of 
Cincinnati, in his suit against Prudential 
for a share in the commissions on $810,- 
000 of insurance placed by Prudential on 
40 officers of the Procter & Gamble 
Company of Cincinnati. The lower court 
had held that Mr. Peebles was not en- 
titled to the commissions. 

The total first year and renewal com- 
missions if the policies rem ined in force 
were $18,228 and Mr. Peebles sought to 
recoter one-half of that amount, the 
higher court sustaining him. 

Prudential desired to put into effect 
an insurance plan for the Procter & 
Gamble Company to replace a self insur- 
ance scheme that that company had been 
operating. Homer C. Cross was then 
Cincinnati manager of Prudential. Mr. 
Cross sought Mr. Peebles’ services to 
assist in procuring the Procter & Gam- 
ble line because of Mr. Peebles’ acquain- 
tance with the officers of that company 
and his reputation as a broker. Ac- 
cordingly a contract was entered into in 
the form of a series of letters. Mr. Cross 
in substance invited Mr. Peebles to assist 
Mr. Cross in procuring a group insur- 
ance nig ee with Procter & Gamble 
and Mr. Cross stated that he wished Mr. 
Peebles to act as co-agent in the pro- 
posal, promising to pay him 50 percent 
of all first year and renewal commissions 
arising from any “group life, health, ac- 
cident, salary allotment or pension plan” 
adopted by Procter & Gamble and 
placed with Prudential. 


Became Licensed for Prudential 


Mr. Peebles was licensed as an agent 
for Prudential. Prudential concedes that 
Mr. Cross was acting for it and that it is 
bound where Mr. Cross would be bound 
under the same circumstances. 

Mr. Peebles, and Mr. Cross, acting 
jointly, commenced negotiations with the 
Procter & Gamble Company.’ In March 
and April, oy while the negotiations 
were pending, L. H. Wiggers, insurance 
department manager for Procter & Gam- 
ble, without consultation with Mr. 
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Peebles, tendered to Mr. Cross 43 ap- 
plications for ordinary life on 40 of the 
officers who were indebted to Procter 
& Gamble in varying amounts. Insur- 
ance was on the modified five plan. Dur- 
ing the initial five years Procter & Gam- 
ble was to pay the premiums and charge 
them to the insureds’ accounts. On the 
payment of the indebtedness to Procter 
& Gamble during the five year term and 
on balancing his account with it, the 
policy reverted to the employe with the 
right to change beneficiary. 

Prudential contends that the phrases 
“group life,” “group health,” “group 
accident” and ‘ ‘group salary allotment or 
pension plan” in the insurance business 
are words of art, with legal or technical 
signification and are to be given their 
technical meaning in construing the con- 


tract between Mr. Cross and Mr. 
Peebles. 
Court Takes Different View 

The higher court held that the lan- 


guage of the contract should not be con- 
strued by giving the words their techni- 
cal sense as used in an insurance policy, 
but rather a “reasonable interpretation.” 

“It plainly appears . that the evi- 
dent and sole purpose of Prudential was 
to procure insurance from the Procter 
& Gamble on a group of its employes,” 
the higher court stated. It went on to 
say that the parties intended that Mr. 
Peebles should receive one-half of the 
commissions on any policies on a group 
of employes secured by the joint efforts 
of himself and Mr. ‘Cross, regardless of 
the form. Mr. Peebles acted as middle- 
man, his duty being to bring the parties 
together, leaving to them the consum- 
mation of the insurance. He was not to 
sell or to offer to sell, but was simply 
to set in motion preliminary negotiations. 

The court stated that a selling agent 
is entitled to compensation if his agency 
is the procuring cause of the sale and 
when his communications with the pur- 
chaser have been the means of bringing 
the purchaser and his principal together, 
his right to compensation is perfect and 
if his principal assumes exclusive charge 
of the negotiations, dispensing with the 
further efforts of the agent, and varies 
the terms originally proposed, the fact 
that the same is made upon the substi- 
tuted terms will not defeat the agent's 


viiiiauiea: The broad general pur- 
pose of the employment was that Mr. 
Peebles should bring Prudential into 
negotiations with Procter & Gamble, 
have Prudential write insurance on its 
employes en masse under any plan satis- 
factory to Procter & Gamble which 
embodied its payment of the premium 
on those insured. The court held that 
the contract of employment was sub- 
stantially accomplished and the agreed 
compensation became due. 


Indianapolis Agent Sought 
INDIANAPOLIS — Indiana police 


have instituted a search for Charles F. 
Tucker, Indianapolis, former insurance 
agent, who is wanted for questioning in 
an insurance swindling scheme that is 
believed will reach a half million dollars. 

While civil charges already have been 
filed by three women, filing of criminal 
action is imminent and there is a prob- 
ability that federal authorities will take 
over the case. 

Until recently Tucker maintained of- 
fices in a downtown office building as 
the crack salesman for the Sun Life. He 
has been missing at least a week. 

In the scheme, he is said to have sold 
insurance policies, many of them to 
elderly persons, forging names of com- 
pany officials and using official stamps 
to make the documents appear legal. A 
suit filed in the superior court here by 
three women, charged that Tucker took 
property and cash in exchange for fake 
policies which were not issued by the 
Sun Life of Canada. 


Makeup of Atlanta Committee 


In publishing the picture cf the At- 
lanta committee in charge of arrange- 
ments for the mid-year meeting of the 
National Association of Life Underwrit- 
ers, several of the members’ were 
wrongly identified as to company. 
Charles Harrell, chairman of attendance, 
is associate general agent of Columbian 
National Life; H. M. Hagen, associate 
attendance chairman, is manager of Sun 
Life of Canada; S. R. Bridges, sales con- 
gress, is manager of Provident Mutual. 
Charles Currie, manager of Mutual Life, 
one of the members, was not shown in 
the picture. 










MIpLANpb 


MUTUAL 


Mr. Mowrer, a Midlandite since February 
1907, states: “An organized sales presen- 
tation definitely learned under competent 
coaching and capably, delivered brings re- 
sults. The Midland Mutual has organized 
sales presentations and competent coaching. 
We, in our agency, know this to be a fact 
because our agency results prove it.” 


Write for your copy, “Are You Flying 


the Beam?” See the type of aid furnished 


free to agents by the Midland Mutual. 


Lire INSURANCE COMPANY 


Every new Midland Mutual man is given 
training in order to earn “A Better Income 
Through Better Service.” 


CoLuMBUS, 


Meet Mr. MOWRER 


General Agent for The Midland 
Mutual, Akron, Ohio 
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H. H. ARMSTRONG 


H. H. Armstrong, vice-president of 
the Travelers, in charge of its life, acci- 
dent and group production department, 
rounded out 35 years with the company 
last week. For 32 years he has been 
at the home office, supervising agency 
activities in the United States and Can- 
ada. Before he went to the home office 
in 1908 he represented the company in 
Missouri and Illinois and then was In- 
diana manager for two years. He served 
as agency assistant at the home office, 
then assistant superintendent of agents, 
superintendent of agents and in 1927 
was made vice-president. He is one of 
the best known men in the business and 
is very highly regarded. 


Greater Confidence Seen 
by President Parkinson 


KANSAS CITY—Increases in group 
and ordinary life sales by the Equitable 
Society indicate to Thomas I. Parkinson, 
president, that more persons are at work, 
and that there is a greater confidence in 
the future. 

Mr. Parkinson, here to attend a dinner 
in honor of the 16th anniversary of Man- 
ager A. M. Embry, indicated that the 
TNEC apparently has given life insur- 
ance a Clean bill of health, so that the in- 
vestigation actually has increased, rather 
than lessened, public confidence in the 
business. The investigation also has 
served to show to the public that the 
cost of insurance is being affected more 
today by the government’s easy-money 
and low-interest policy than by any 
waste on the part of management of life 
companies. 


Interest Loss $24,000,000 


Mr. Parkinson estimated that his com- 
pany lost about $24,000,000 in 1939 as 
the result of low interest rates. He ex- 
plained that the companies can cut ex- 
penses and can benefit a little by better 
mortality experience, but they can do lit- 
tle about low interest. 

A substantial increase in business was 
secured during the Embry birthday an- 
niversary campaign. From Jan. 29 to 
March 4, 1,175 apps for $3,107,228 were 
written. 


Oakland Dinner Postponed 


Because of unforeseen developments 
which make it impossible for President 
A. N. Kemp and Vice-president D. 
MacEwen .to be away from the home 
office at the same time, the dinner hon- 
oring the Oakland agency of the Pacific 
Mutual Life, which was to have been 
held March 18 with the two executives 
as the principal speakers, has been post- 


poned to the latter part of April. Ted 
Dreyer is manager of the Oakland 
agency. 


~ 
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Bar Group oad 
Agents Make Pact 
on Practice of Law 


A “National Statement of Principles 
of Cooperation” has been issued by the 
American Bar Association’s standing 
committee on unauthorized practice of 
the law and by the National Association 
of Life Underwriters. This is the result 
of conferences lasting over a year. At- 
~ tached is a statement by the Bar Asso- 
ciation’s committee on _ professional 
ethics and grievances, condemning cer- 
tain unethical practices by lawyers in 
relation to the sale and distribution of 
life insurance. 

The condemnation of unethical con- 
duct by lawyers refers to five different 
types of alleged unethical conduct by 
lawyers whereby the lawyer directly or 
indirectly seeks to profit personally as 
a result of the placing of life insurance. 


For Impartial Legal Counsel 


’ 


The “Statement of Principles” con- 
demns the practice of law and the prep- 
aration of legal documents by life un- 
derwriters and dissuades the rendering 
of legal advice by life underwriters in 
the preparation for execution by their 
clients of legal documents of any kind, 
such as wills, codicils, trust agreements, 
corporation charters or business insur- 
ance agreements. The “Statement” en- 
courages the employment of impartial 
legal counsel in all life insurance trans- 
actions where the need for such profes- 
sional advice presents itself. 

Edwin M. Otterbourg of New York, 
chairman of the Bar Association’s com- 
mittee on unauthorized practice, and 
George E. Lackey, Mass&chusetts Mu- 
tual, Detroit, chairman of the committee 
on cooperation with attorneys of the 
National association, were enthusiastic 
over the successful conclusion of this 
agreement. 

The “Statement” points out that there 
are more than 400 committees of law- 
yers seeking to uphold the proper and 
ethical conduct of lawyers and to pro- 
tect the public against the dangers aris- 
ing out of unauthorized practice of law, 
and that the National Association of 
Life Underwriters is seeking to encour- 
age high standards of ethical practice 
among its members and is being aided 
by more than 370 state and local asso- 
ciations. It is recommended to all 
state, district and local bar associations 
and life underwriters associations that 
they cooperate to secure adherence to 
the principles. 

The National Association of Life Un- 
derwriters was represented in the con- 
ferences by Mr. Lackey, Roger B. Hull, 
general counsel to the association, and 
Albert Hirst, special counsel. 


Substance of Statements 


The statement signed by Mr. Lackey 
asserts that an agent has no right to 
practice law or give legal advice. He 
must never prepare for execution by his 
client legal documents of any kind such 
as wills: or codicils, trust agreements, 
corporation charters, minutes, by-laws 
or business insurance agreements. When 
submitting an involved mode of settle- 
ment or one which may affect a client’s 
Prior disposition of property by his will, 
the agent should suggest that the pro- 
posal be submitted to an attorney for ap- 
proval. ‘ 

It is improper for an agent to attempt 
to divert legal business from one attor- 
ney to another. An agent must never 
share or participate in an attorney’s fee. 
He must not pay directly or indirectly 
any part of his commission to an attor- 
ney @r any other person not an agent. 
An agent may obtain legal advice or a 
written legal opinion from an attorney 
tor his own guidance. It is improper, 
however, to circularize any such legal 


opinion or to use it as a selling docu- 
ment, 

The statement signed by Mr. Otter- 
hourg declares that in recent years much 
of the actual negotiation of the sale of 
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insurance has become a rather complex 
problem by its ever increasing relation 
to plan of testamentary disposition, wills 
and living trust and to problems of taxa- 
tion. The solution of such problems 
frequently requires a man to make far 
reaching decisions. These decisions often 
are, or upon the happening of death 
become, irrevocable. The public should 
receive expert insurance service and dis- 
interested advice and also skilled and 
disinterested legal guidance and advice 
when necessary. The simultaneous and 
harmonious attention of a representative 
of each profession in solving the prob- 
lems of the same client will provide the 
safest and most efficient service. 

The legal service and advice should at 
all times be given by an_ individual 
trained in the law and duly licensed. 
Anyone giving legal advice should be 
solely devoted to the interests of his 
client and permit no personal considera- 
tion to weaken his exclusive loyalty to 
his client. 


Legitimate Activities Unhindered 


An agent should never dissuade a 
client from seeking the advice of legal 
counsel. It is improper for agents to 
furnish attorneys who will give legal 
advice to the agent’s clients or prospec- 
tive clients. 

The agreement in no way restricts the 
agent’s legitimate activities in measuring 


the client’s need for insurance, deter- 
mining the amount or type needed, de- 
veloping a comprehensive program in 
relation with the client’s other plans and 
affairs in selling such insurance. The 
ethics of insurance requires the agent 
not to recommend the purchase of addi- 
tional insurance unless needed. 


Conduct of Lawyers 


The statement of the committee on 
professional ethics and grievances of the 
bar association set forth these situations 
in which the lawyer’s conduct should be 
condemned: 

An agent recommends a certain trans- 
action, for example, the purchase of busi- 
ness insurance. The client presents the 
proposed transaction to his attorney, who 
then demands that the agent as a condi- 
tion for his approval, share in the com- 
mission. 


Asks Bird Dog Fee 


An attorney promises an agent to rec- 
ommend him to the attorney’s client, 
provided the agent will pay to the attor- 
ney a share of his commission. 

An agent proposes certain life insur- 
ance plans and the client submits it to 
his attorney. The attorney approves the 
plan but advises the client to divert the 
business and to purchase the insurance 
through another agent when the interests 








As a buyer of life insurance, 


of the client do not require such substi- 
tution. 

An attorney promises an agent that if 
the agent will induce his client to refer 
legal business to the attorney, the attor- 
ney will pay to the agent a share of the 
fees that he gets. 

To advertise himself to promote the 
sale of insurance, an agent desires to use 
a lawyer’s legal’ opinion in relation to a 
specific plan by using the lawyer’s name 
and opinion in a general circular or as 
a selling document. At the agent’s. re- 
quest, the lawyer furnishes such an opin- 
ion knowing that the attorney’s name 
will thus be advertised and that the opin- 
ion may mislead the person to whom it 
is exhibited to his detriment unless it is 
adapted to the facts of his particular 
situation. 


PROGRESS IN PITTSBURGH 


PITTSBURGH—tThe committee on 
unauthorized practice of law of the Al- 
legheny County Bar Association has 
submitted a report stating that nego- 
tiations looking toward an agreement 
with the life underwriters association 
have continued. The committee repre- 
senting the Pittsburgh Association of 
Life Underwriters has expressed its wil- 
lingness to join with the bar group en- 
dorsing the national declaration of prin- 
ciples. 


you should 


know that the compensation of the 


NWYNL agent is based on entirely new 


principles, under which his earnings 


depend primarily not on the amount 


of new insurance he sells you, but on 


the quality of the service he gives you 


at the time of the sale and thereafter. 


( This is a reproduction of N“NL’s 
current national magazine advertisement 


NORTHWESTERN NATIONAL LIFE 


INSURANCE 


0. J. ARNOLD, PRESIDENT + 








COMPANY 


MINNEAPOLIS, MINNESOTA 
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Annual Statements 
Show Year's Growth 


FIDELITY MUTUAL LIFE 

The Fidelity Mutual Life assets are 
$129,164,240, of which 4.2 percent is cash, 
14.3 federal bonds, 6.41 other public 
bonds, 8.35 railroad, 16.66 public utility, 
farm mortgages $1,735,587, other mort- 
gages $17,848,210, policy loans $15,756,- 
774, real estate including head office and 
adjacent properties 13.9, special reserves 
$2,000,000, surplus $4,468,839. Premiums 
were $13,301,641, total income $23,086,- 
599, paid policyholders $11,007,639, total 
disbursements $17,037,714. New business 


was $24,234,617, insurance in force $365,- 
947,005, gain $2,505,744. The assets 
gained $ $5,991,882. On the bond holdings 


96.2 percent of the expected income from 
this investment was received last year. 
The real estate was reduced $750,000 
during the year. During 1939 the bond 
portfolio showed a net increase of $6,- 


327,198 and mortgages $2,328,079. The 
new insurance was .5 of 1 percent less 


than the year before. 
GULF LIFE 

The Gulf Life of Jacksonville, Fla., 
now has insurance in force of over 
$111,000,000 involving 426,000 policy- 
holders in Alabama, Georgia and Flor- 
ida. Its assets are about $7,000,000. It 
has made a rapid expansion in its 
agency organization. It has 800 persons 
employed in its home office and_ field. 
It has been necessary to double the 
number of its home office personnel in 
the last three years. S. L. Lowry, Jr., 
chairman of the board, in his report 


AS 


FAITHFUL AS 


_ FIGURES FROM DEC. 31, 1939 STATEMENTS 










































Change Surplus to New Change Prem. Total Benefits Total 
Total in Policy- Bus. Ins. in Force in Ins. Income Income Paid Disburs. 
Assets Assets holders 1939 Dec. 31, 1939 in Force 1939 1939 1939 1939 
$ $ $ $ $ $ $ 3 $ 
Central Assurance... 330,579 + 30,234 225,918 182,158 977,291 + 35,452 27,085 166,554 10,468 143,163 
LaFayette Life...... 7,156,641 + 189,306 201,145 3,802,0581 27,415,323 +1,109,805 747,999 1,247,469 590,386 1,031,886 
Life of Virginia..... 105,334,172 + 4,663,325 16,956,930 101, 479,633 528,053,461 +27,612,181 15,395,134 21,486,498 7,638,134 16,343,755 
Minist. Life & Cas... 2,592,0442 + 356,550 614,788 2,296,545 + 745,602 751,525 982,418 471,854 656,958 
Natl. Masonic Prov.. 1,357,692 + 77,027 898,128 415,128 5 13,682 167,059 912 121,007 
National Reserve.... 4,591,415 05,623 1,300,877 14,071,538 —338,268 387,962 790,153 434,354 841,061 
North Am, Life, Can. 65,001,883 07 9 2,211,348 219,059,645 + 7,785,144 7,669,796 12,240,895 5,920,046 9,119,760 
Occid. Life, Cal..... 65,912,861 re 3,126,372 490,142,709 +37,324,732 11,801,790 8 5,245,259 12,513,762 
Peoples Life, D. C... 3 57 4 133,453,73 + 17,599,112 4,640,123 1,086,710 3,993,325 
Pioneer Amer. Life.. - 61 12,314,766 + 87,608 370,582 § 102,330 359,334 
Presby. Min. Fund... 29,390,073 61,594,258 + 710,236 2,583,237 4,304,722 2,555,819 3,009,821 
Prudential ........ 4,021,745,647 + 220,959,033 3118,088,441,691 + 300,407,958 646,492,405 865,712,546 439,973,815 654,879,136 
tio Grande Natl.... E ; + 99,950 “12/061, 010 15,593,603 + 2,833,678 418,492 517,421 ey 435 370,483 
State Mutual, Ga.... 1,185,554 —72,349 2,502,487 6,766,356 + 815,947 111,459 190,213 12,267 257,398 
Southern Life, Ga.. $14,301 + 41,672 2,194,091 4,494,714 107,821 165,900 ms 502 129,179 
Union Labor Life.... 3,316,580 + 241,113 2,482,166 72,749,830 1,130,113 1,264,607 756,912 994,067 
West Coast Life..... 26,026,415 + 1,127,064 16,259,066 119,462,176 3,931,549 5,887,743 2,630,735 4,600,87 
F R: ATERNALS 
Gleaner Life .....>. % ,335 310,428 40,221,182 1,645,675 715,346 1,323,7 
No, Amer. Union... 2 2.4014 + 130,224 5 716,330 352,688 659,891 
Royal Neighbors 70, 1,840, 056 », 977,414 10, 710, 244 - 11,256,605 4,149,701 5,539,345 
Woodmen Cir., Neb. 30,478.563 165 vf 3,929,904 1,767,420 2,954,615 
Woodmen of the W. 17,237,661 4,460 58, "404, 62 6 —2, 3,322,601 2,300,695 ra 3 IA Wy 
Including rev. and iner. *Including ‘‘net’’ increase in group life insurance. 
“Includes casualty depar 4Chicago Fraternal Fund excluded. 
‘Does not include contir reserve against possible excess “Includes certificates revived, 
mortality or loss from securities $128,801,620. 
referred to the commanding position Zin Gir ifornia Compan 
that the company now has attained in Immerman Ives Califo : 'Y ra 
southern insurance affairs. It is re- Opens Women’s Division 


garded as one of the most outstanding 
and progressive institutions in the south- 
ern territory. The directors take an 
active interest in its affairs. The Gulf 
Life is owned and operated entirely by 
southern people. 


DeWitt Page, vice-president and di- 
director of General Motors, died last 
week in Florida. Mr. Page was a 
brother of Vice-president B. A. Page of 
Travelers. 
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No industry .. 


The Low-Down 


he Industry 


. life insurance included ... can remain 


absolutely static for very long. | Jew ideas, new prod 


ucts, new people, new vigor and new organizations 


constantly forge ahead 


to supplant accepted leaders 


of the past and present. 


That has been the economic history of mankind since 


the dawn of time. 


Just as surely as you ca 


n see such changes of the past 


...so during the next twenty years you will see im- 


portant changes in the accepted life insurance picture 


of today. 


is being... 


The Mutual Trust Life has been ... and still 


built to be one of the really outstanding 


life insurance companies of these next twenty years. 


By outstanding companies we mean... low net cost 


eee low mortality «++ ass 


ured stability +... conservative 


assets... and a highly desirable product. 


MUTUAL TRUST 


LIFE 
135 S. LaSalle St. 
CHICAGO 


INSURANCE er 





neers. jrely mutu- 
al, net | 


| premium: 
3% reserve companies 
in the United States 








Views on Renewals 
at TNEC Hearing 


= 

C. J. Zimmerman of Chicago, general 
agent Connecticut Mutual Life, and 
president National Association of Life 
Underwriters, desires to clear up one 
point in his testimony before the Tem- 
porary National Economic Committee, 
because some confusion evidently re- 
sulted in the rapid fire questions and 
answers. In regard to renewal com- 
missions, Mr. Zimmerman stated that 
he believed and sincerely hoped that a 
reading of his testimony will develop 
these facts: First, he stated that he was 
in favor of making the renewal com- 
mission a true service commission and 
paying it as long as the policy was a 
premium paying policy. He said that 
the agent had to give just as much serv- 
ice the 12th or 14th year as he did the 
7th or 8th. Particularly to the older 
agents this was a real problem because 
it took so much time in many instances 
to service old policies that they found it 
necessary to curtail the time they were 
able to devote to the production of new 
business, and, therefore, suffered a loss 
of income. 


Have Sense of Trusteeship 


Mr. Zimmerman maintains that de- 
spite the fact that the agents are not 
compensated today for giving service to 
office policyholders or to policies beyond 
their 10th vear, nevertheless they are 
rendering this service because they had a 
true conception of the sense of trustee- 
ship, which is involved in life insurance 
sales and service. He also declared that 
it was his belief that the life insurance 
field men should be given the opportu- 
nity of participating in a contributory 
pension plan made available by the com- 
panies. 





Chicago Agency Opens Risk 
Clearing House Service 





An underwriting clearing house has 
been formed by H. G. Swanson, genera! 
agent New England Mutual Life, Chi- 
cago, to give a broad service on all sub- 
missions from agents and brokers. Mr. 
Swanson has taken personal charge of 
this new service. He has accumulated 
a complete file of underwriting require- 
ments of the leading life companies of 


the United States and Canada. 
An announcement which was _ sent 
out to Chicago producers this week 


stated the department would assist in 
underwriting life insurance risks, and if 
New England Mutual requirements were 
found too high, would aid in finding a 
company that would underwrite the 
case. The service is designed to place 
at the disposal of brokers the experience 





Establishment of a women’s agency 
division and the appointment of Stella 
Gibbs as director 
are announced by 
California - Western 
States Life. 

The department 
will supervise es- 
tablishment of units 
of women agents 
in selected agencies, 
and carry on a spe- 
cial program aimed 
at women buyers. 

Mrs. Gibbs, who 
is a member of the 
San Francisco C. 
L. U., has made an 
impressive record 
with the company regularly qualifying 
for the Leading Producers Club and es- 
tablishing a reputation in northern Cali- 
fornia. In several years she_ has 
approached the quarter million dollar 
mark on paid pro rata volume and in 
one year surpassed it. She has been 
with the company since 1921. 

Mrs. Gibbs has been successful in 
selling both men and women, and is rec- 
oghized as an authority on partnership 
insurance. She believes there is a big 
field in life insurance for women in sell- 
ing both men and women. 

The women’s units will be attached 
to established agencies and will operate 
under the supervision of the agency 
manager, although they will be under 
the direct management of a woman. The 
first units to be established are in San 
Francisco, 





Stella Gibbs 


Mrs. 








of the office in analyzing risks to deter- 
mine to which company they should be 
submitted and developing the cases so 
they would not be penalized through 
oversights or lack of knowledge of com- 
panies’ selection practices. 

Mr. Swanson declared his belief this 
was the first service of the sort started 
in Chicago. Mr. Swanson has had 20 
years’ life insurance experience, until 
nine years ago when his agency was 
opened having been for a considerable 
time supervisor of the Penn Mutual 
agency at Chicago under A. E. Patter- 
son, now vice-president of that com- 
pany. 

The Swanson agency now is specially 
equipped to handle pension trust cases. 
Robert H. Swanson, the general agent’s 
brother, and J. H. Prentiss, Jr., leading 
Swanson agent, have just returned from 
a home office clinic on pension trusts. 


Ryrie Speaks to Institute 


TORONTO—At the final session of 
the Life Insurance Institute of Canada 
here, George Ryrie, assistant actuary 
North American Life, spoke oa “Or- 
ganization and administration of selec- 
tion of risks and new business routine. 
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W. T. Earls Inducted 


Into New Position 
CINCINNATI — Nearly 


100 friends 
and associates of W. T. Earls, newly 
appointed Cincinnati general agent of 
Connecticut Mutual, attended the — 
monial dinner given in his honor. P. 
Fraser, vice-president Connecticut Ma. 
tual, was toastmaster. Speakers were 
Ohio Superintendent of Insurance J. - 
Lloyd and Raymond Rhoads, assistant 
superintendent; E. N. Waldvogel, vice- 
mayor of Cincinnati; L. D. Fowler, 
executive vice-president Hospital Care 
Corporation, retiring general agent; G. 
D. Randolph, general agent New Eng- 
land Mutual, with whom Mr. Earls was 
previously associated; A. R. Massa, 
Connecticut Mutual agent 22 years; W. 
A. Earls, Mr. Earl’s father and president 
Ohio Association of Insurance Agents; 
Russell Wilson, Union Central director 


and city councilman; T. W. Earls, Mr. 
Earls’ twin brother and vice-president 
Earls-Blain Company, and V. B. Coffin, 


second vice-president Connecticut Mu- 
tual, who officially welcomed Mr. Earls 
into the Connecticut Mutual ranks. Mr. 
Randolph presented a large silver loving 
cup to Mr. Earls for his achievement in 
leading the entire agency force of the 


New England Mutual last year. 
W. A. Earls’ Remarks 

W. A. Earls remarked that he was 
attending only because he was Mr. 
Earls’ father and that his son was re- 
sponsible for his own success. He said 
that he thought too wide a gulf sep- 


arated the fire and life business and that 
if his family were successful in bridging 
a small part of the gap it would consider 
its job well done. He was proud, he 
said, that his son had been chosen to 
operate an important agency of the com- 
pany which has been represented long- 
est in Cincinnati, 92 years. Mr. Earls 
said the Royal Fire had been repre- 
sented in the Laws agency, which he 
heads, 88 years, probably a record for 
continuous representation. 


Guests ee Insurance 


Among the guests representing the in- 
surance business were: J. H. Evans, 
vice-president Ohio National, and Ray 


Hodges. home office Ohio National 
agency manager and secretary National 
Association of Life Underwriters; fe €. 
Sebastian, Union Central, president Cin- 
cinnati Life Underwriters Association: 


T. M. Geoghegan, president Cincinnati 
Fire Underwriters Association; Jack 
Lauer. past chairman Million Dollar 
Round Table; J. F. Wohlgemuth, presi- 
dent THE NATIONAL UNDERWRITER; R. J. 
Learson, actuary Western & Southern 
Life, Frank Wiglesworth, Cincinnati 
manager Travelers; J. W. Scherr, Jr., 
agency assistant Inter-Ocean Casualty. 


were read 
Chicago, and 
general agents 


Congratulatory telegrams 
from C. J. Zimmerman, 
P. C. Sanborn, Boston, 
Connecticut Mutual. 


STOCKS 


Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, ¢ the following stock quota- 
tions for ife companies as of March 12: 





H. W 





Par Div.* Bid Asked 
Aetna Life .... 10 1.40* 32 34 
Central, Ill. ... 10 ee 9 11 
Cent. States Life 5 asia 1% 214 
Colum. Natl. L..100 Pete 68 72 
Conn. Gen]. .... 10 80 27 29 
Contl. Assurance 10 2.00 40 42 
Federal Life ... 10 ‘ip 4% 54 
Great Southn, L. 10 1.30 21 23 
Kan. City Life. 100 16.00 350 400 
Life & Cas. ... 50 114% 12% 
Lincoln Natl .. 10 1.40* 30 32 
No. Amer. Life. 2 ae 2% 3 
N. W. Bn Life 5 .30 12 13 
Ohio Natl. Life 10 1.25 25 28 
Old Line Life.. 10 .60 11 12 
Sun Life, Can...100 15.00 290 310 
Travelers ..... 00 16.00 455 470 
Union Cent. ae 20 1.20 20 25 
Wis. National.. 10 1.00 1615 18 





Chicuge Man: Is Riepebae 
by Mutual Trust Life 











ROBERT H. WIENECKE 


Wienecke, 


Robert H. 
ager of the Zischke 
Central Life in Chicago, has resigned 
to become supervisor of the Cook 
county (Illinois) territory for Mutual 
Trust Life with headquarters in the 
home office at Chicago. He will have 
charge of the agencies in the county 
and be responsible far all production 
there. 

Mr. Wienecke is a graduate of North- 
western University, having been captain 
of the varsity football team there in 
1924. He majored in engineering and 
after graduation was connected with his 
father for some time in the retail hard- 
ware business. 


Trained with Alexander & Co. 
He started in life 


assistant man- 
agency of Union 


insurance work as 


an agent of W. A. Alexander & Co., 
Chicago, general agent Penn Mutual. 
becoming supervisor, then director of 


education of agents. Subsequently he 
was for about a year manager of the 
life and accident department of Stew- 
art, Keator, Kessberger & Lederer, gen- 
eral insurance agency of Chicago repre- 


senting Continental Assurance, the po- 
sition which he left to join Manager 
H. A. Zischke of Union Central. 


Mr. Wienecke is past president Life 
Agency Supervisors Club of Chicago. 
He is village clerk of Glencoe, IIlL., 
where he lives, and is a candidate this 
vear for village trustee there. 


Red Letter Clause Repealed 


AUSTIN, TEX.—The “red letter” 
clause applicable to mutuals under 
Article 4794 was repealed by provisions 
of Senate Bill 135, the new Texas mu- 
tual aid regulatory law, it has been held 
by the attorney general in a construc- 
tion of the new act. 

The “red letter” clause of Article 4794 
required that companies writing assess- 
ment policies to have printed in red on 
the policy the statement that the benefit 
provided for was. conditioned upon its 
being collected from assessments and 
other sources as may be provided by 
the by-laws. Under S. B. 135, it was 
pointed out, an underlying purpose was 
to assure payment of all claims accord- 
ing to the maximum benefit provided in 
the certificate. 


Investment Bills Enacted 
RICHMOND-—S. B. 267 providing 


that no insurance company shall make 
a loan to any officer or director or to 
any business in which such officer or 
director is substantially interested was 
passed at the 1940 session of the Vir- 
ginia general assembly. Another meas- 
ure known as S. B. 268 regulating 
investments of domestic life companies 
was also passed. H. 32 exempting 
proceeds of life insurance policies from 





attachment for debts and liabilities of 
the insured when the policies are pay- 
able to beneficiaries or closely related 
to or dependent upon the insured, was 
defeated as was S. B. 147 exempting 
proceeds of life policies from attachment 
where the beneficiary is a natural person 
other than the insured himself. 





Neslen Heads Zone 6 


The National Association of Insur- 
ance Commissioners announces that C. 
C. Neslen of Utah, president, had been 
selected to succeed Hugh H. Earle of 
Oregon, as chairman of Zone No. 6. 
The selection was made at a recent 
meeting in San Francisco at which the 
entire membership was represented. 





Unveil C. C. Ferguson Portrait 


Perpetuating the memory of C. C. 
Ferguson, late general manager of 
Great-West Life, a memorial portrait 
of Mr. Ferguson was unveiled at the 
head office. The painting is the work 
of Sir Wyly Grier, Canadian artist who 
was commissioned to paint this portrait 
by all members of the staff and field 
force. 

The unveiling was conducted by 
W. Manning in the presence of the di- 
rectors, officers and all Winnipeg agency 
and head office Staff. Mrs. Ferguson 


AN AMERICAN 


INSTITUTION 


Life insurance—the financial bulwark 
which is one of the greatest stabiliz- 
ing influences in the American way of 
living. It is an institution serving 
families today, as well as providing 
for their future — protecting homes, 
lives and business. The life insurance 
agents engaged in this worthwhile 
occupation are essential builders of 
this American institution. 


and other members of the family were 
also present. Formal acceptance was 
made by M. F. Christie, vice-president, 
who voiced the affection held for Mr. 
Ferguson by all with whom he had 
been associated. The portrait, he said, 
would become a permanent memorial to 
one who ranked among Canada’s lead- 
ing business executives. 


Visit the West Coast 

A. J. Riley, underwriting executive, 
and Dr. J. F. Whinery, assistant medical 
director Mutual Benefit Life, are visiting 


the west coast agencies. While in 
Los Angeles they were honored 
guests at a dinner given at the 


home of T. G. Murrell in Los Angeles, 
where T. G. and W. L. Murrell, gen- 
eral agents in Los Angeles and Pacific 
Coast supervisors, greeted their asso- 
ciates and their wives for dinner and 
entertainment. 

Dr. Whinery and Mr. 
to San Francico when they complete 
their visit in Los Angeles. Following 
San Francisco, they will visit the general 
agencies in Portland, Seattle, and Spo- 
kane. 


Riley will travel 


Increase sales with Social Security. 
Send $1 for slide rule and full details to 
Nation al Underwriter. 
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EIGHTY-EIGHTH ANNUAL STATEMENT—DECEMBER 31, 1939 


Assets 


Cash on Hand and in Banks....$ 3,616,794.09 
Bonds, including Accrued In- 
23,891,238.30 


terest 
Stocks 986,340.00 








nelud- 
ing Interest Due and Accrued 13,035,775.42 





Liabilities 
Reserves, including Funds on 
III do oncccsacdncececesiniomeiebiaastee $60,997,948.12 


Claims in Process of Settle- 





Loans on Policies, including eo cccestintincsnaietenctinn 306,933.33 
Interest ae and Accrued...... 10,015,856.76 
eS 11,298,952.97 Accrued Liabilities .................... 341,518.33 
Premiums yea and in anne 
Course of Collection................ 307,266, ri ds A tioned ............ 639,550.00 
Miscellaneous Assets ................ 4,592.49 Sensete Aopen 
Less: $64,156,816.66 Reserves and Unassigned 
Mortgage Loan Funds in WI iii cdi ccicaiolens 1,840,917.51 
Escrow and Suspense Ac- 
UE sedetieminstictenniatins 29,949.37 —_—_— 
Total Admitted Assets....$64,126,867.2 Total Liabilities ............. $64,126,367.29 
I ia isisectschicsiiecexcatencestarscnscensicaciaacnaiacaastanatiamiioneasatomepenaaants $ 11,458,975.33 
I i cvcscecch catesnrsshcdansnsscihasunsonicccccteatotianaenbeneneeaied 8,770,562.24 
Balance added to Policyholders’ Funds...................... $ 2,688,413.20 
Insurance in Force as of December 31, 1939........................ $212,500,163.00 


4k any BERKSHIRE cAsociate 
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F. H. RHODES, President 
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A Record Certainly Magnificent 


In the final session of the hearing of 
the Temporary National Economic Com- 
mittee investigating life 
Washington, there was much interest in 
the observations made by Alfred M. 
Best, the New York insurance publisher, 
who dwelt at considerable length on the 
iailure of legal dur- 
ing the depression, and the causes. Tak- 
failures 


insurance at 


reserve companies 


ing legal reserve life insurance 


and comparing them with other lines of 


activity, it must be amazing to the 


rNEC to 


that life 


note the magnificent record 


insurance has made in this re- 
gard. 

Mr. Best, in his 
to what he designated 
Fact” in that taking all the 
panies into 


testimony, referred 
“An Astonishing 
failed com- 
consideration the losses 
vould be found to represent somewhere 
and two-thirds of 1 
percent or perhaps between one-half and 


between one-half 


three-quarters of 1 percent of the aver- 


age amount of assets of all life compa- 


Furthermore, it was brought out 


nies. 


that in the 19 worst companies the loss 


was not as great as in the average in- 
vestment trust. 
Yet in 


failed companies the liens on policy re- 


some of these instances of 


serves have been continually reduced, 
showing that some of the assets have 
come back. 

Perhaps in no other line has there 


been such a remarkable illustration of 
the strength of legal reserve life insur- 
ance as in these very The fail- 
no case due to any of the 
such as underwriting, 
agency work, actua- 
As was pointed out, 


failures. 
ures were in 
basic principles 
medical selection, 
rial activities, etc. 
the failure was due to a lack of trustee- 
ship responsibility. A number of na- 
tional banks 


fell by the 


supervision 
which shows after 
all that federal supervision may not be 
a saving Altogether the record 
of legal reserve life insurance through 


under federal 


wayside, 
grace. 


depression, panic, war, epidemic, etc., is 


nothing short of remarkable. 


Use of the Moving Picture Camera 


UNDOUBTEDLY the moving picture cam- 


era will become a greater influence in 


presenting visual evidence of an actual 
This was brought 
soonville, 


condition in a claim. 
to light in a recent suit at 
Ind., where an assured of the American 
States of Indianapolis lost control of his 
car in a garage, drove it through a door 
and injured the proprietor, who 
working inside. The injured person 
claimed that he was permanently and 
incapacitated could do no 
Specialists were 


was 


totally and 


manual labor. brought 
in by the plaintiff to show that such was 
the case and according to their testi- 
was in great physical pain, 
screamed and nearly fainted in the court 
so that he had to be revived. The de- 
however, secured several hundred 
film showing the garage man able 


mony he 


tense, 


feet of 


disability. 
was cut 


despite his alleged 


The $35,000 claim, 
down to $755. 

At a meeting of the Chicago Claim 
Association, C. P. Anstett, superinten- 
dent of the inspection department of the 
New York Life, gave a talk and said 
that the picture cameras can 
be used to detect fraud where dis- 
ability claims are involved. He pre- 
sented motion picture studies of actual 
investigations. He discussed the tech- 
nical phases of taking such pictures so 
that they could be submitted as evidence 


to work, 
therefore, 


motion 


in court. 

This all goes to show that the moving 
picture camera undoubtedly will be used 
more and cases of this kind. 
Naturally the must be 
that it is obvious and convincing. 


more in 


evidence such 


Superior Record for Canadian Companies 


CANADIAN legal reserve life companies 


have given a singularly 


their stewardship, particularly during 
the period depression. At the meet- 
ng of the Canada Lite Underwriters 
\ssociation, its president, W. C. Laird 
of the London Life at Toronto made 
the impressive statement that in the 


insurance no 
under 
and 


Canadian life 
operating 


history of 
legal 
the jurisdiction of the 


reserve company 
Dominion 


good account of 


provincial insurance departments failed 
contractual obligations 100 
cents on the dollar. As Mr. Laird very 
fittingly “This is a monument 
to the ability and integrity of company 
opined that if 
those who are responsible for placing 
will live up 
to similar standards of ethics and prac- 
tice there is little chance that they will 
be subjected to any inquiry as is 


to pay its 
declared, 
further 


officials.” He 


the business on the books 


such 


now being conducted in Washington, 
1), 
The Canadian brethren have a _ per- 


fect right to boast of this magnificent 


It is a further evidence 
of the scientific and substantial fabric 
of legal reserve life insurance. This is 
a feature that economists appreciate. 


record of theirs. 


Life Insurance Is Universal 


THE truly universal nature of life in- 
surance is pointed out by the Occidental 
Life of California. Although Americans 
call it life insurance, the British say life 
assurance, the French l’assurance sur la 
vie, the Germans lebensversicherung and 
the Japanese seimei hoken, the service 
itself means but on thing—security—in 


any language. ‘“‘And we, perhaps be- 
cause in our daily work of selling it we 
get so far into the woods we can’t see 
the trees, are apt to forget that of all 


businesses, life insurance is the most 
international in its appeal and its sery- 
ices,” the Occidental Life says in that 


connection. 








PERSONAL SIDE OF THE BUSINESS 





Owen B. Hunt of Philadelphia, for- 
mer insurance commissioner of Penn- 
sylvania, has filed a petition for the 
Democratic nomination for state treas- 
urer. 

Harold L. Bredberg, vice-president 
National Service & Appraisal Co., Chi- 
married to Miss Ruth M. 


cago, was 
Benander, Sycamore, IIl.. 
Earl E. Pearson, assistant manager 


Portland south district, who has com- 
pleted 15 years with the Metropolitan 
Life in Portland, Ore., was honored at 
e dinner by Manager I. E. Hervin and 
his staff. 

When Harold J. Cummings, vice-presi- 
dent and superintendent of agencies Min- 
nesota Mutual Life, is in Chicago, March 
23, to speak to the Chicago Life Under- 
writers <Association’s sales training 
course, he will visit his nephew, Hugh 
Cummings, who has been with the Boyle 
& Boyle agency of the company in Chi- 
cago since December. Hugh Cummings, 
who was formerly with the Continental 
Illinois National Bank & Trust Co., Chi- 
cago, has been a regular app-a-w eek pro- 
ducer since he entered the business. 


Laurence F. Lee, president Peninsular 
Life of Florida and the Occidental Life 
of Raleigh, has been named a state 
sponsor for the annual five-states dinner 
of the fourth district of the U. S. Cham- 
ber of Commerce to be held in Wash- 
ington, D. May 1. 


John J. Hallinan, Connecticut Mutual 


representative in Concord, N. H., re- 
ceived a Boy Scout statue from the 
Daniel Webster Council of Boy Scouts 


of Concord in recognition of his work as 
chairman of the Concord Community 
Chest. 

R. C. Stephenson, Madison, Wis., su- 
perintendent Prudential, has completed 
25 years with the company. He started 
at St. Joseph, Mo., in 1905, and the fol- 
lowing year became assistant superin- 
tendent. He was transferred to Osh- 
kosh, Wis., in 1908, and to Madison in 
1909, 

President T. A. Phillips of the Minne- 
sota Mutual Life was expected back at 
his desk this week after three weeks ill- 
ness, 

Isaac Miller Hamilton, chairman of 
Federal Life, is vacationing in Miami. 
On his way back to Chicago he will 
visit several southern agencies. He was 


accompanied on his trip south by R. S. 
Pope, manager at Bay City, Mich., for 
Federal Life. They drove to Miami via 
New Orleans and the Gulf Coast. 

E. G. Neumann, assistant manager 
Prudential, Newark, has rounded out 40 
years of continuous service with the 
company. 

Dr. John B. Steele, medical director 
Volunteer State Life, was a speaker in 
a series of addresses sponsored by the 
Chattanooga Health Council. 

A. L. Sherrill, associate medical 
director of the Equitable Society sta- 
tioned in the Chicago department, is 
celebrating this month his 36th anni- 
versary with the company. Dr. Sher- 
rill is an outstanding man in his spe- 
cialty. He not only has made a con- 
spicuous success of his work but in his 
relationships with Equitable people and 
others he has evinced a most cordial 
and amiable nature. Dr. Sherrill grad- 
uated from Cornell University and took 
his interneship at Bellevue Hospital in 
New York City. He was in private 
practice for a few years in New York 
City before going with the Equitable. 


DEATHS 


Hancock Dorr, 41, formerly with John 
Hancock Mutual Life, then in the Bos- 
ton office of the Home Life and more 
recently with the James T. Phelps Co. 
agency, died suddenly at his home in 
Hingham, Mass. 

Ray Nyemaster, 59, co-trustee of the 
Royal Union Life fund and a director 
of the Central Life of Des Moines, died 
there from a heart attack. He had 
served as a director of the Central Life 
more than 11 years. 

The death of A. J. Johnson, father of 
Managers A. J. and J. B. Johnson and 
Salesmen O. K. and W. T. Johnson of 
Business Men’s Assurance, is reported. 
Mr. Johnson, who celebrated his 95th 
birthday last Nov. 3, served three years 
in the civil war. He was a resident of 
Ethel, Miss., for a number of years. 
He was the father of 14 children, four 
of whom are associated with B. M. 

After a long illness, Mrs. F. G. Solon, 








acting secretary of the Girard Life, died 
at her home at Brookline, Pa. Mrs. So- 
lon was born in Yankton, S. D. Through 
legal experience acquired in her first po- 
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sition at the University of Pennsylvania 
Law School, she became secretary to the 
vice-president of the Continental-Equit- 
able Title & Trust Company, which she 
held for five years, resigning when the 
United States entered the world war, to 
serve in the Emergency Fleet Corpora- 
tion-Merchant Shipbuilding Co., Harri- 
man, Pa., as supervisor of exemptions 
and statistics (the only woman in the 
service to hold that postion). After the 
armistice, she became private secretary 
to the president of E. W. Clark & Co., 
resigning this position in 1920 to become 
secretary to President Short of the Gir- 


ard Life. For several years she also 
handled the general correspondence, 
thereby gaining intimate knowledge of 


In 1935 the direc- 
Solon acting secre- 


home office routine. 
tors appointed Mrs. 
tary. 

Mrs. Gerard S. Nollen, 59, wife of the 
president of the Bankers Life of Des 
Moines, died at her home in Des Moines 
last week following a long illness. She 
had been ill for more than two years 
and had been confined to her bed for 
the last six months. 

Death was caused by heart disease 
brought on by rheumatism. Vice-presi- 
dents W. W. Jaeger and G. W. Fowler 
of the Bankers Life were in charge of 
funeral services. 

Mrs. Nollen was the daughter of the 
late Mr. and Mrs. W. W. Witmer, pio- 
neer Des Moines residents. She was 
graduated from Smith College, North- 
ampton, Mass., in 1901 and was always 
vitally interested in social welfare work 
and was head of the Iowa Federation 
of Women’s Clubs for two vears. 

R. H. Kastner of Chicago, associate 
manager American Life Convention, 
represented that organization at the 
funeral, Mr. Nollen being a former pres- 
ident. 

W. Harry Jackson, general agent of 
the State Mutual Life in Cleveland from 
1934 to 1938, when he relinquished his 
managerial duties because of ill health, 
died there. He continued in production 
work after his retirement as manager. 
He was prominent in the Cleveland Life 
Underwriters Association and at one 
time was a million dollar producer. 

John E. Spiegel, 49, Indianapolis gen- 
eral agent of the Columbian National 
Life, was found dead with a_ bullet 
wound in the head, the verdict of the 
coroner being suicide. He had been in 
the insurance business since 1911. Before 
going with the Columbian National Life 
he had been general agent of the Pacific 
Mutual. 


Commissioner Thompson Is 
Honored by Portland Group 


PORTLAND, ORE.—Oregon’'s new 
insurance commissioner, Seth B. Thomp- 
son, long associated with the Penn Mu- 
tual Life, was honored by the Life Man- 
agers Association of Portland at a 
banquet. He is the first life underwriter 
to be named insurance commissioner. 

I. E. Hervin, Metropolitan Life, vice- 
president of the Portland Life Under- 
writers Association, introduced Commis- 
sioner Thompson, and declared that the 
profession enjoys a feeling of complete 
confidence in his ability to administer 
the office and serve the public. 

Other speakers included Horace Per- 


son, Penn Mutual general agent; Stuart 
Strong, president Portland Life Under- 
writers Association, and Horace Meck- 


Association. W. C. 
vice-president of 
represented the 


lem, Life Managers 
Schuppel, executive 
Oregon Mutual Life, 
home office executives. 

Commissioner Thompson spoke highly 
of the condition of the life insurance 
business in Oregon and pledged himself 
to his best effort in administration of the 
office. 


The Des Moines agency of the Equita- 
ble Life of Iowa, Grady V. Fort, general 
agent, held open house this week in re- 
modeled and enlarged quarters, The 
agency led all general agencies of the 
Equitable of Iowa in paid production in 
February with $222,916. 


~ hey 
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Three Colonial Life 
Officials Advance 


The Colonial Life has elected John 
Yarrick, formerly secretary and assistant 
actuary, associate 

ctuary anda 
director. 

Charles F. Net- 
tleship, Jr., former- 
ly assistant secre- 
tary and assistant 
to the president, 
was elected 
tary. He is secre- 
tary of the Finan- 
cial Section of the 
American Lite 
Convention. 

F. G. Thompson, 
anne assistant 
agency supervisor, 
was elected assistant secretary. 


secre- 


Cc. F 


. Nettleship, Jr. 


Sun Life Advances 
Actuarial Men 


Sun Life has appointed Alistair M. 
Campbell as associate actuary. He was 
i born in Argyllshire, 

Scotland, in 1905. 
He graduated at 


Aberdeen Univer- 
sity in 1927, secur- 
ing first class 
honors in mathe- 
matics. He then 
served on the staff 
of Aberdeen Uni- 


versity in the de- 
partment of mathe- 
matics, becoming a 
member of the Sun 
Life staff the fol- 
lowing year. 

Mr. Campbell be- 
came a fellow of the Actuarial Society in 
1932 and a fellow of the Institute of 
Actuaries in 1937. In 1930 he was ap- 
pointed chief clerk and in 1934 became 
an assistant actuary of Sun Life. 

At the outbreak of the war, following 
the formation of the Foreign Filly se 
Control Board, the services of Mr. Camp- 
bell were loaned to the government in 
order to organize the insurance branch 
of the board’s activities. Having estab- 
lished the necessary routine there, he re- 
turns to Sun Life to take up his new 
responsibilities but will continue to act 
in an advisory capacity to the Foreign 
Exchange Control Board. 

Lachlan Campbell and Arthur J. 
Moore have become assistant actuaries 
of Sun Life. 

Lachlan Campbell was born in Argyll- 
shire in 1903. He graduated from Edin- 
burgh University in 1925 with first class 
honors in mathematics and natural phi- 
losophy. For two years he was master 
of mathematics in Alloa Academy, Scot- 
land, joining Sun Life in 1928. In 1930 
he was promoted to a chief clerkship, and 
obtained his F.A.S. degree in 1933. Since 
1938 he has been supervisor of the 
mathematical department. 

Mr. Moore was born in Nova Scotia 
in 1903 and graduated with first class 
honors in mathematics at Mount Allison 
University in 1924. Ther eafter, he be- 
came a member of the Sun Life staff and 
in 1928 was appointed chief clerk, secur- 
ing his fellowship of the Actuarial So- 
ciety in 1930. In 1936 he became super- 
visor of the mathematical department, 
followed by a further appointment in 
1938 when he became supervisor of the 
group department. 





A. M. Campbell 


Standard, Ind., to Sell Stock 


The Indiana securities commission has 
approved an amended application of the 
Standard Life of Indianapolis to sell 
$100,000 shares of class B stock, par 


value $5 a share, which will be sold at 
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‘ Young father, earning 








AGAIN IN 1940 UC: SUPPORTS 
ITS SALESMMEN WITH 
POWERFUL NATIONAL 

ADVERTISING / 


Year after year Union 
Central has smoothed the 
way for its sales force 
with powerful national 
advertising. 

In 1940 a good part of 
this advertising will work 
on the millions of read- 
ers of LIFE magazine— 
ads that telegraph a spe- 
cific story as these do. 
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$20 a share, $15 on each share sold to 
be placed in surplus. 


New Officials Are 
Added to Statf 


Four new second vice-presidents and 
one assistant secretary have been added 
to the executive staff of California- 
Western States Life. 

The new officials, all of whom have 
had more than 25 years’ experience with 
the company, are: R. N. Griswold, sec- 
ond vice-president, secretary and asso- 
ciate actuary; Paul C. Wright, second 
vice-president and assistant treasurer; 
W. C. Kennedy, second vice-president, 
and H. H. Buckman, second vice-presi- 
dent. The new assistant secretary is J. 
R. Burres. 

Mr. Griswold has been associate ac- 
tuary for a number of years. He joined 
California-Western States Life when 
that company purchased the _ Inter- 
Mountain Life in 1928. He was its 
actuary. 

Mr. Wright is in charge of handling 
mortgage loans in the investment de- 
partment. Mr. Kennedy became chief 
underwriter in 1929. Mr. Buckman 
heads the personnel department. 


Bloodworth Now Agency Secretary 


T. S. M. Bloodworth, who has been 
conservation supervisor of the Shenan- 
doah Life for six months, has been made 
agency secretary. 


J. E. Laurie Made Auditor 


J. E. Laurie, who has been a super- 
visor at the home office of the Prudential 
has been advanced to auditor. He has 
been with the company for a number 
of years. 

Guy W. Jones has left the Wisner & 
Jones agency, Eldora, Ia., to become 
farm loan supervisor of the Continental 
Assurance in Towa, with headquarters 
in Eldora. 


New York Bills Signed 


ALBANY—Governor Lehman has ap- 
proved the bill to provide that no ap- 
plication for a policy of life, accident 
or health insurance or annuity contract 
shall be admissible in evidence unless 
true copy of the application was at- 
tached to the policy when issued. 

Governor Lehman has approved the 
bill to permit a dependent minor of the 
age of 18 years or more to receive 
periodical payments, not exceeding $2,000 
in any year, from a life company as 
benefits payable on death of insured. 


Comeniiene'ts e 
Laid March 25 


G. M. Doherty, Boston general agent, 
will lay the cornerstone of the Conti- 
nental American Life’s new home office 
building at Wilmington, Del., as the re- 
sult of leading in paid production in 
the cornerstone campaign in February. 
Three agents who by their production 
won the honor of assisting him are: 
Murray April, associate general agent 
Hancel agency, New York, who led in 
lives; and G. J. Ainbinder, Newark gen- 
eral agent, and David Moskowitz of the 
same agency, who tied for premium 
leadership. 

The cornerstone will be put in place 
March 25. The ceremony and luncheon 
will be attended by the governor and 
other distinguished guests of the state 
and city of Wilmington. Many agents 
who led in the campaign will attend as 
guests of the company. A “cornerstone 
committee” of 13, with nine “witnesses,” 
will be on hand. 

Horn Agency Is First 

The leading agency in the campaign 
was Wilmington, entitling the manager, 
R. W. Horn, and cashier, Margaret V. 
Griffith, to participate in the ceremony. 

Mr. Doherty also won the honor of 
digging the first spadeful of earth when 
ground was broken in August, being the 
leader of the entire field force. 

The campaign helped give Continental 
American a February figure in new paid 
business that was 13.4 percent ahead of 
February, 1939, and for two months 31 
percent ahead of the same period last 
year and 11 percent ahead of the first 
two months of 1938, which was the best 
year in history. 

Agents who qualified for membership 
in the cornerstone committee by their 
February paid volume are: H.-T. Mere- 
dith, Wilmington; Sol Bernstein, Sapir- 
stein agency, Brooklyn; Bernard Her- 
tan, Lauer agency, New York; S. R. 
Bloom, Philadelphia; H. V. Nathanson, 
unit manager Lauer agency: J. F. Hazel, 
Wilmington; R. S. O’Neill, Syracuse 
manager: M. L. Moore, S. E. Sproul, 
and Aubrey Vandever, Jr., all of Wil- 
mington; F. W. O'Neill, general agent, 
Scranton: J. W. Dallett, Wilmington, 
and K. N. Brown, Rochester. 


Organization was started in Okla- 
homa for a “Cordell Hull-for-President” 
club with Commissioner Read and 
Frank Carter, state auditor, as prime 
movers. 

Send 50c for Seeial Seeurity booklet to 
The National Underwriter. 


AGENCY CHANGES 


Provident Mutual Names 
Syracuse General Agent 


The Provident Mutual Life has ap- 
pointed H. G. Barnhurst as_ general 
agent for Syracuse and vicinity, replac- 
ing W. E. Cunningham, who resigned 








HENRY G. BARNHURST 


to devote his full time to personal pro- 
duction. 

Mr. Barnhurst goes to Syracuse from 
New York City, where he had a suc- 
cessful record as a personal producer 
and as a supervisor in the Sprague 
agency, where he was engaged in recruit- 
ing and training new men. He is a 
native of Allentown, Pa., and a graduate 
of Haverford School and of Haverford 
College, where he starred on the football 
team. He has been a member of the 
Provident organization since 1931. 





Bailey Names Two Aides 


J. B. Irvine, Jr., has been appointed 
district manager of the Connecticut Mu- 
tual Life in Chattanooga by John E. 
Bailey, general agent. Oren C. Smith 
was named as associate. Mr. Irvine grad- 
uated in 1936 from the University of 
Chattanooga, where he was a star player 
on the football team. He joined the 
Penn Mutual there upon graduation. Mr. 
Smith graduated from the University in 
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Oklahoma and was with the Metropol- 
itan Life before joining Connecticut Mu- 
tual. 


Canada Life Names Three 
New Managers in Ontario 


TORONTO—Following the retire- 
ment of R. T. Faircloth, for many years 
eastern Ontario manager, Canada Life 
has promoted W. D. Burden, C. H. 
Rooke and P. M. Monahan as managers 
of three new branches at Ottawa, King- 
ston and Simcoe. 

Mr. Burden joined the Canada Life at 
Oshawa in 1914 and after returning from 
military service was appointed inspector 
in the eastern Ontario branch. He 
moved to Ottawa in 1922 as assistant 
manager. He has been a consistent 
meniber of the company’s quarter-million 
production club since 1920. 

Mr. Rooke has been Kingston district 
manager for nine years. He has been 
a steady member of the quarter-million 
club. 

Mr. Monahan joined the New Bruns- 
wick-Prince Edward Island branch in 
1922, became inspector at Moncton in 
1934, and moved to Toronto as district 
manager in the eastern Ontario branch 
in 1936. 


Federal Life Makes Some 
Changes in the Field 


Pc pons Ginsburg, Landreth building, 
Louis, who resigned as manager of 
7 Occidental Life of California, has 
been appointed St. Louis district man- 
ager for the Federal Life. He has had 
extensive training in agency work and 
also is a large personal producer. 

B. L. Zinder has become head of the 
accident and health department in the 
Baxter agency of Federal Life in Chi- 
cago. He formerly was connected with 
Mutual Benefit and Massachusetts Acci- 
dent. S. R. Cooper, for 10 years con- 
nected with Mutual Life of New York 
in Chicago, has become associated with 
L. H. Baxter, who recently was named 
to head the agency located in the home 
office building. 

Harvey Thorsen, Des Moines, has 
been appointed supervisor for Iowa. He 
has a large following in that territory. 
For six years he was state manager 
Service Life, which recently withdrew 
from Iowa. His old agency organiza- 
tion will go with him in his new con- 
nection. For nine years previously he 
was engaged in agency development 
work with other life companies in that 
territor) 








Seiser Dayton General Agent 


W. F. Seiser of Muncie, Ind., has been 
named general agent of the Kansas City 
Life with headquarters in Dayton, O. 
He has been a leading personal producer 
in Indiana. 





Daniels Assistant in Boston 


Manager W. J. Carter of the Equita- 
ble Society in Boston has appointed 
Samuel Daniels assistant agency man- 
ager in charge of brokerage business. 
He has been with the agency 23 years. 


N. E. Woodruff Made Associate 


N. E. Woodruff, son of Dr. E. L. 
Woodruff, has been named associate 
general agent of the E. L. Woodruff 
agency of the Manhattan Life in San 
Francisco. E. L. Woodruff has been ill 
for some months, and during this period 
Neville Woodruff has been carrying on 
the work. 








Miller to Ohio National 


Leon C. Miller has been appointed 
general agent of the Ohio National Life 
tor El Paso, Tex., and adjacent terri- 
tory, with offices at 468 First National 
Bank building. 

He started in Amarillo, Tex., in 1928, 
as general agent of the Reliance Life. 
His home, however, being in El Paso, 
he was transferred a month later to that 


Phoenix Mutual Opens 
First Agency in Texas 











ARDELL 


T. EVERETT 


The Phoenix Mutual Life announces 
the opening of an agency in Houston, 
Tex. This is the first office to be estab- 
lished by the company in Texas since 
it was recently licensed there. A. T. 
Everett, formerly a member of its field 
supervisory staff, has been appointed 
manager. 

Mr. Everett graduated from the Uni- 
versity of Denver in 1931 and joined the 
Phoenix Mutual five years later in the 
Boston agency. His outstanding work 
resulted in his appointment as a field 
supervisor in 1937, and since that time 
he has gained valuable experience in 
several of the large agencies. Previous 
to his Texas appointment he was asso- 
ciated with the Oklahoma agency. 


territory. In 1933 he went with the Lin- 
coln National Life so he could be asso- 
ciated with Louis Lay, its general agent. 
He is secretary-treasurer of the El Paso 
Life Underwriters Association and ac- 
tive in its work. 


Shenandoah Advances Two 

J. Curtis Merkel, supervisor Roanoke 
unit and an outstanding producer, has 
been made manager of the Roanoke 
branch of the Shenandoah Life. 

J. W. Patton, who has been with the 
agency department, has been made su- 
pervisor of the Bluefield, W. Va. terri- 
tory. 


Fidelity Mutual Appointments 


K. P. Ferguson has been appointed 
manager for Fidelity Mutual at Erie, 
Pa. He entered life insurance from the 
automobile field in 1930, and until his 
recent appointment represented the Mu- 
tual Life of New York in Erie. 

J. J. Drexler has opened a new agency 
for Fidelity Mutual in New York City, 
with offices at 60 East 42nd street. Mr. 
Drexler, who was district manager for 
the General Accident in New York, has 
also operated independently in the life 
insurance field for eight years. 





Benson Assistant Boston Manager 


F. S. Benson, who has been an agent 
of the Prudential ordinary department 
in Boston, has been made assistant man- 
ager of the Boston ordinary agency of 
F. W. Fair. 





T. Scovill Snyder, Montclair, N. J., 
has established a life department repre- 
senting the Columbian National Life 
with L A. W. Cannon as manager. Mr. 
Cannon is a member of the company’s 
“Leaders Club.” 

David R. Stokes has been named man- 
ager of the Florence, S. C., ordinary 
agency of Life of Virginia. He suc- 





HAPPY 
BIRTHDAY 


EVERY birthday is a happy one to the many thou- | 
sands of our policyholders who pass it, secure in the _ | 
protection of their policies.... And tous, February | 
lst was our own 24th birthday. We experienceda | 
most happy one, too, for these reasons: 


‘ NEW BUSINESS WRITTEN IN JANUARY 
$4,079,486 


| WHICH EXCEEDED BY MORE THAN ONE-THIRD, 








OUR GOAL OF 
$3,000,000 


AND IN JANUARY OUR DELIVERED AND PAID 
BUSINESS AMOUNTED TO 
$2,186,760 
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1, Imcrease in Dividend Schedule for 1940 


At Age 35 


Preferred Risk Ordinary Life ($5000 unit) 
1st. yr. Prem. $106.50 — 1st. yr. Div. $12.15 
Independence Guarantor ($50.00 monthly income) 


Pate Prem. $183.75 — 1st. yr. Div. $16.25 
Endowment @ 85 
1st. yr. Prem. $26.50 — 1st. yr. Div. $4.87 
Twenty Payment Life 
1st. yr. Prem. $35.00 — 1st. yr. Div. $5.30 
2. Continuation of 3'/2°/. interest on Settlement 
Options. 
3. Continuation of 3'/2°/. interest Compounded 
Quarterly on Premium Deposit Fund. 
4. Net rafe of interest earned 4.11°/.. 
5. Declination of only 4.7°/. of cases submitted. 
6. Thirty Second Consecutive Increase in Sur- 


plus. 
“Golden Rule” Multiple 


7. Continuation of 

Agency Contract. 
Low net cost. High Guaranteed Yield. Streamlined Mer- 
chandising Plans. Unique Golden Rule Agency Contract. 
Conservative Financial Management. These and many 
other reasons account for the steady progress made by 


Tee COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY 
COLUMBUS, OHIO 


D. E. Ball, President 


P. S. Yours for the asking — Copy of President Ball’s 
Report fo our Board of Directors along with our Drama- 
tized Annual Stafement showing truthfully how Life 
Insurance works. This statement will help you convince 


Peer 
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those who crificize the Life Insurance System. 


James A. resion, SALES MANAGER 











eeds M. Hope Reedy, who has been 
compelled to relinquish active man- 
agerial duties because of ill health, but 
will continue as an agent. Mr. Stokes 
was formerly agency supervisor of the 
Lawrenceville, Va., ordinary agency. 
R. E. Baynum of the Wilmington, 
Del., branch has been appointed district 
in York, Pa., and surrounding 


manager 
Continental American Life. 


territory by 


He will work under the Wilmington 
agency, whose manager is R. W. Horn. 
H. J. Fett, Newark manager Mutual 


Life of New York, has appointed Martin 
Sande, formerly supervising assistant, as 
service representative, and C. S. Cleve- 
land as assistant agency organizer. Mr. 
Sande has been with the company nine 
vears and Mr. Cleveland two years. 
Julian Rubenstein has been appointed 


district manager of the John Hancock 
Mutual Life at Patchogue, N. Y., suc- 
ceeding F. T. Winter, retired. He was 


formerly assistant district manager there. 


SALES MEETS 


Penn Mutual Life’s 
1940 Conference 


The Penn Mutual Life’s 1940 educa- 
tional conference of its Quarter Million 
Dollar Club will take place at the Nau- 
tilus Hotel at Miami Beach, Fla., March 
28-30. John A. Stevenson, president, is 
to be the final speaker. A. E. Patterson, 
vice-president in charge of agency af- 
fairs, will be general chairman. Mal- 
colm Adam, vice-president in charge of 
underwriting, will present a feature giv- 
ing case stories from the records. 
Osborne Bethea of New York and E. L. 
Reiley of Philadelphia will preside over 
the sessions. 

Participating on the platform will be 
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J. C. Krause, Grand Rapids; G. A. 
Knox, New York; Walker Laramore, 
Florida; F. U. Levy and Harry Phillips, 
Jr., New York; W. N. Hiller, Chicago. 
A guest speaker will be D. B. Maduro, 
prominent New York attorney. 


Travelers Managers to Confer 

HARTFORD—Managers of the Trav- 
elers will hold a conference at the home 
office March 26-28. Vice-president H. H. 
Armstrong will conduct the meetings, 
which will include discussions concern- 
ing sales plans for the coming year and 
will close with a formal dinner attended 
by President I. E. Zacher. 


Aetna’s Niagara Falls Rally 


More than 75 leading producers of the 
Buffalo, Rochester and Utica agencies 
of the Aetna Life held a two-day busi- 
ness conference at Niagara Falls, Ont. 

John W. DeForest, Buffalo general 
agent, presided. Speakers included S. 
[. Whatley, vice-president, and R. B. 
Coolidge, superintendent of agencies. 
Dewey R. Mason, Utica general agent, 
and John B. Rowe, Rochester general 
agent, presided over individual sessions. 


Executives in Indianapolis 


The H. E. Nyhart agency of the Con- 
necticut General Life, Indianapolis, hon- 
ored two home office executives, F. H. 
Haviland, vice-president in charge of 
agencies, and R. K. Metcalf, manager 
claim department. Mr. Haviland pre- 
sented awards of membership in the 


President’s Club to Jean Black and R. 
C. Blessing of Indianapolis and H. J. 
Foelber, Fort Wayne. 


Interstate Meeting in New Orleans 


The 1940 agency convention of the 
Interstate Life & Accident will be held 





Building 





ASSETS INCREASED .__. 
Making TOTAL ASSETS. . 


° Servi 


Business is good with Indianapolis Life Insurance Com- 
pany, a Quality, Legal Reserve, Mutual Company. 


IN 1939 


INSURANCE IN FORCE INCREASED $ 2,949,842.00 
Making TOTAL INSURANCE IN FORCE 11 1,055,449.00 


ng * Progressing 








IN 1940 TO DATE 





1,909,017.35 
24,003,829.17 





greater gains. 


NEW PAID BUSINESS is 17.9% ahead. 
INCREASE OF INSURANCE IN FORCE shows even 


MORTALITY continues very low. 
THE LAPSE RATIO—While always low—is the lowest 
in the Company's history. 





policy contracts. 


EDWARD B. RAUB 
President 





Fieldmen have available a complete kit of up-to-date 


Indianapolis Life Insurance Co. 
INDIANAPOLIS, INDIANA 
Organized in 1905 
Agency opportunities in Indiana, Illinois, Ohio, 
Michigan, Minnesota, lowa, Texas and California. 


A. H. KAHLER 
Second Vice-President 
Supt. of Agencies 








Shenandoah Convention Aug. 22 


The Shenandoah Life has announced 
that its agency convention will be held 
at, Roanoke, Va., his 22-23. 


ASSOCIATIONS — 


Three Speakers Listed for 
Maryland-D. C. Congress 


The speakers for the Maryland and 
District of Columbia sales congress at 
3altimore, May 17 will include Prof. 
Hubert Greaves, Yale, consultant in 
speech and personality problems for the 
Massachusetts Mutual Life; A. R. Jaqua, 
associate editor of the Diamond Life 
Bulletins, and Commissioner Gontrum of 
Maryland. The new film “American 
Portrait,” will be shown. 

The committee in charge plans to an- 
nounce the entire list of speakers within 
the next week. It is expected that 1,200 
life men from Maryland and the District 
of Columbia will attend. It is under the 
auspices of the Maryland, District of 
Columbia and Allegany Branch Life 
Underwriters’ Associations. 

I. S. George, general agent of National 
Life of Vermont, Baltimore, is general 
chairman, and F. A. Savage, Jr., general 
agent New England Mutual Life, Balti- 
more, is chairman of the speakers com- 
mittee. 








Speakers Are iumounced for 
Kansas City Sales Congress 


KANSAS CITY—A partial program 
has been announced for the annual sales 
congress of the Kansas City Life Un- 
derwriters Association at Excelsior 
Springs, April 12, by H. E. Kincaid, Mu- 
tual Benefit Life, president of the asso- 
ciation. 

Speakers will include C. J. Zimmer- 
man, Connecticut Mutual, Chicago, presi- 
dent National association; H. G. Mosler, 
Massachusetts Mutual, Los Angeles, 
chairman Million Dollar Round Table; 
Howard Lawrence, general agent Lin- 
coln National, Newark; Gale Johnston, 
Metropolitan group manager, St. Louis, 


and Jess Moore, Mutual of New 
York, Joplin, president of the Missouri 
association. 

P. B. Turner, Home Life of New 


York, is general chairman of the con- 
gress; Leon B. Fink, Equitable Society, 
is program chairman. 


North Carolina Plans Four 
Congresses in April 


The North Carolina Association of 
Life Underwriters is holding a series of 
sales congresses, in Raleigh April 1, 
Greensboro April 2, Charlotte April 3 
and Asheville April 4. Speakers include 
O. Sam Cummings, Texas manager of 
the Kansas City Life and former Na- 
tional association president, on “Making 
1940 a Better Year;” Roger B. Hull, 
general counsel National association, on 
“What Are People Saying?” John A. 
Witherspoon, Nashville, general agent 
John Hancock Mutual Life and trustee 
of the National association, on “What 
Makes Them Buy?” C. C. Day, general 
agent Pacific Mutual, Oklahoma City, on 
“Philosophy of Living,” and J. P. Wil- 
liams, director American College of Life 
Underwriters, “This Business of Insur- 
ance.” 

John R. Knott, Charlotte, is chairman 
of the state sales congress committee. 
D. D. Edmunds is president North Caro- 
lina association. 


0.—Dr. Edwin S. Todd, tax 
“Are Life Insurance 
“The federal 


Springfield, 
authority, spoke on 
Companies Worth While?” 


investigation of life companies is un- 
timely, useless, unwise and contrary to 
the best interests of policyholders. It 


is a source of unbounded pride and satis- 
faction to actual and prospective policy- 
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Eastern Maine — Wallis Boileau, 
second vice-president Penn Mutual Life 
spoke at a meeting in Bangor. 


3oileau 
luncheon given by 
tual general agent for 
with guests present from Belfast, Houl- 


ton, Patten, Monson, Portland and 
Bangor. 

San Franciseo—More than 300 wit- 
nessed the preview of “American Por- 
trait.” Homer E. Anderson, New York 
Life, chairman civic relations committee, 
presided. 

Trissie Miller, Aetna Life, spoke to the 
women underwriters, reviewing her plans 
for the next 12 months. 


Baltimore—Dr. C. B. Piper, 
rector Connecticut Mutual Life, 
“Cross Words 

Fort 
Dodge attorney, 


also was guest of 
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new movie, “American Portrait.” A 
transcription representing the first pub- 
lic hearing of the recording of the speech 
of C. T. Davies, as delivered at the re- 
cent sales congress of the New Orleans 
association on “Why I Bought Life In- 
surance,” Was presented. 


Jackson, Miss.—Dr. Roscoe Arant, as- 
sé ociate professor of economics Univer- 
ty of Mississippi, spoke on “Life In- 





surance as a Profession.” Paul Speicher, 
R. & R. Service, also spoke. 

w. P. Worthington, superintendent of 
agencies Home Life, and E. C. Kelly, 
assistant superintendent, were guests. 

St. Louis—C. J. Zimmerman, president 
National association, spoke Thursday, 
liscussing among other subjects’ the 
TNEC hearing on life insurance. 

The St. Louis association has gone on 
record as disapproving the tactics em- 
ployed by the SEC in connection with 
the presentation of its life insurance evi- 
dence to the TNEC, including the pres- 
eutation of incomplete comparisons of 
company actions, misrepresentation of 
life insurance motives and the general 











hostile attitude of some of those con- 
nected with the SEC. 
Cedar Rapids, Ia.—A preview of 


“American Portrait” was given. 

Toledo, 0.—W. B. Gardiner, New York 
Life, has been named a trustee to fill 
the unexpired term of O. W. Dern, for- 
merly with the Connecticut Mutual Life, 
who severed his insurance connection 
recently. 


Des Moines—‘‘American Portrait” will 
be shown March 22. 
Oklahoma City—Harry T. Wright, 


Equitable Society, Chicago, vice-presi- 
dent National association, talked on “Sell- 
ing Yourself on the Idea of Doing Busi- 
ness,” and E. L. Carson. Milwaukee 
manager Equitable Society, spoke on 
“The Right Business.” 

J. Hawley Wilson, program chairman, 
announced John W. Yates, Massachusetts 
Mutual, Los Angeles, trustee of the Na- 
tional association, will speak April 12 
on “What’s Right with America.” He 
will address the Tulsa association April 
11. C. J. Zimmerman, National presi- 
dent will speak June 1. 

Birmingham, Ala.—A _ sales training 
school with 212 registered has just 
closed. A membership campaign is now 
under way under direction of Elliott E. 
Dent, vice-president. 

Austin, Minn.—At the first meeting of 
the newly organized association, Otis 
N. Wicklund, Prudential ordinary repre- 
sentative in Rochester, spoke on “What 
Is the Value of a Local Association.” He 
also gave a part of his social security 
address, illustrating methods of calcu- 
lation and the attitude of the life under- 
writer in dealing with social security. 
The Austin association has not received 
its charter from national headquarters 
as yet, but expects to have at least 25 
members. 

Little Roeck—Leigh Cruess, underwrit- 
ing vice-president of Home Life of New 
York, was the speaker. Mr. Cruess was 
extensively entertained in Little Rock 
by the Beaumont Bros. agency of his 


company there. He was taken to Hot 
Springs and to Pine Bluff where he was 
guest of honor at a luncheon attended 
by a number of industrialists. Ss. B. 
UpDyke of the agency was his official 
host. 

Rochester, Minn.—R. 
Bankers Life of Iowa, St. Paul, told of 
his experience in training men. He 
stressed the commonplace essentials, first 
of which was prospecting. He says each 
week he calls on two friends who sup- 
ply him with new names with sufficient 
personal information to make a good 
interview possible. He never gets a 
postponement or a cali-back without 
asking for the name of someone to take 
the place of the prospect that goes off 
the list. 

Twice each year he conducts a night 
school for prospective agents. He will 
set up a class for a single worthwhile, 
prospective agent, taking in other indi- 
viduals only as is necessary. He intro- 
duced “Babe” LeVoir, one of his success- 
ful agents, a former University of 
Minnesota star football player. 

Lansing, Mich.—Life insurance sales- 
men may be markedly stimulated in their 
work through use of such “intermediate 
objectives” as “making the honor roll, 
qualifying for production clubs, purchase 
of a new car on such and such a date,” 
T. H. Gooch, Toronto, agency supervisor 
Canada Life, said. 

“There are larger objectives,” Mr. 
Gooch added, ‘possibly leading your 
agency two years hence, or attaining a 
supervisor’s job—but they can be 
reached with much less difficulty if you 


E. Shay, manager 


have attained the definite intermediate 
goals,” 

Mr. Gooch also addressed the Flint, 
Mich., association, on the opportunities 


for competent life insurance men in field 
supervisory work. 

Kansas City—Glen S. Baker, manager 
ordinary department of the Prudential, 
spoke to the young men’s division on 
“Getting Started in the Life Insurance 
Business.” C. W. Scott, Massachusetts 
Mutual, is chairman of the group. 














AGENCY NEWS 


Relay Opens New Offices 


NEWARK-—Irvin N. Relay, new Con- 
tinental American Life general agent, 
held open house in his new offices at 744 
Broad street. He was formerly with the 
Newark branch of the Mutual Life of 
New York. 





President's Trophy to Youngstown 


The President's Trophy, awarded each 
year to the John Hancock district agency 
showing the highest general excellence, 
goes to the Youngstown, O., district 
under the management of George F. 
Burr. Selected for citation were Allen- 
town, Pa.; Canton, O.; Detroit 1 and 2; 


Erie, Pa.; Gary, Ind.; Hackensack, N. 


J.; Johnstown, Pa.; Lawrence, Mass.; 
New Britain, Conn.; Oakland 1, Cal.; 
Providence, R. I.; Rockford, Ill.; San 


Francisco 1; South Bend, Ind.; W ilming- 


ton, Del., and Woonsocket, R. 


Agency Observes Ladies Night 
Ladies night was observed by the 
home office life agency of the Provident 


Life & Accident at the Chattanooga 
Golf & Country Club. Executives of 
the company who are associated with 


the life department were present. 

Brooks Chandler of the life depart- 
ment was toastmaster. The program 
included the showing of sound movies 
and the formal presentation of silver 
Icving cups to P. M. Ray, W. C. Dyer 
and Mr. Chandler for outstanding work 
during the year, 


Talks were made by President R. J. 


Maclellan, Vice-president R. L. Maclel- 
lan, Samuel Miles, Ed Martin and Mr. 
Ray. 





~ RECORDS 


Columbus Mutual Life—February busi- 
ness was up 20 percent, compared with 
February, 1939. 

Central States Life—Paid-for business 
in 1940 is running 67 percent ahead of 
the corresponding period in 1939. 

Business Men’s Assurance—February 
new business exceeded the largest 
amount ever before produced in Feb- 
ruary by 7% percent. This is the sec- 
ond consecutive month in which a new 
all-time high record was established. The 
combined totals for January and Feb- 
ruary exceeded those of last year by 
1G percent. 

Pilot Life—In honor of President 
Emry C. Green’s birthday the field force 
staged the most successful sales cam- 
paign in history. More than $1,700,000 
of ordinary, monthly premium and _ in- 
dustrial was produced in one week. 

March is always President’s month 
and this year, in addition to the regu- 
lar campaign, a special drive was staged 
the first week, the idea being to get 
the business to the home office in time 
for a special party in Mr. Green's 
honor. 

The home office staff gave a birthday 
party at which time, J. M. Waddell, 
vice-president and agency manager, pre- 
sented the business to Mr. Green. Dr. 
H. F. Starr, vice-president and medi- 
cal director, presided, and J. W. Carson, 
secretary, had charge of arrangements. 
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CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


$82 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 





























ILLINOIS 
WALTER C. GREEN 


Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 




















DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
100 N. La Salle St. Chicago, Illinois 
Telephone State 1336 














HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 

Associates 
MU. Wolfman, A. A. L A. 


N. a Moscovitch, Ph. D. 
L. J. Lally 


INDIANA 


Franklin 4020 























Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis—Omaha 














HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 




















MICHIGAN 
JAMES W. GLOVER 


Consulting Actuary 
Life Insurance—Retirement Funds 


620 Oxford Road 
Ann Arbor, Mich. 




















NEW YORK 


Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 
Consulting Actuaries 


Edward B. Fackler Robert D. Holran 
8 West 40th Street New York City 























Consulting Actuaries 
Auditors and Accountants 


S. H. and Lee J. Wolfe 


Lee J. Wolfe 
William M. Corcoran 
Joseph Linder 


116 John Street, New York, N. Y¥. 








PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 








Associates 
Fred E. Swartz, C. P. A. 
E. P. Higgins 


THE BOURSE 


PHILADELPHIA 
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ALABAMA 


CALIFORNIA (Cont.) 


FLORIDA (Cont.) 


ILLINOIS (Cont. 





ENGEL 
REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 








Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 
243 Kearney Street 


SAN FRANCISCO 
PORTLAND, SAN FRANCISCO, SEATTLE 





COASTAL REALTY SERVICE, INC. 
Formerly known aes Wagg, Inc. 
Wagg Building 
West Palm Beach, Florida 
SALES — LEASES — 
APPRAISALS 
PROPERTY MANAGEMENT 


Branch offices: Palm Beach and 
Fort Lauderdale, Florida 











PAUL STEINBRECHER 


AND COMPANY 
Specialists in the 
SALE, MANAGEMENT AND 
APPRAISAL OF CHICAGO 
REAL ESTATE 
7 S. Dearborn St. 
CHICAGO, ILL. 





ARIZONA 





Real Estate—Property Management 
Insurance—Complete Rental Service 


FRANK H. FINNICAL 
239 North Central Ave. 


Statewide Service 


PHOENIX, ARIZONA 





COLORADO 








Appraisers 
Property Managers 
Sales 

Loans 


A. D. Wilson & Co. 
1730 Calif., Denver, Colo. 








ARKANSAS 





READ -STEVENSON & DICK 


INC. 


Property Management 
Sales—Leasing 
Mortgage Loans 


A. C, Read II R. Redding Stevenson 
Charles E. Dick 


109 South Main Street 
LITTLE ROCK, ARKANSAS 





GEORGIA 











FLORIDA 


ADAIR REALTY AND 
LOAN COMPANY 
LOANS 


Real Estate 
Insurance 


Healey Bldg. 


Renting 
Chain Store Leasing 


Atlanta, Ga. 

















CALIFORNIA 





Property Management 
SALES—INSURANCE 
Loans—Rentals 
Member Mortgage Bankers Association 


CARL F. BURRELL 


Security Title Insurance Bldg. 
LOS ANGELES, CALIF. 


Property Management 
Mortgages—Sales 
Appraisals 


«. HAUGHTON -. 


COMPANY 
108 West Bay St. Jacksonville, Florida 





RENTING 
BUYING-SELLING 
LOANS 
INSURANCE 


37 BULL sTREeET SAVANNAH,GEORGIA 


PROPERTY MANAGEMENT 











WILLIAM H. GOLD CO. 
Security Building, 
Miami, Florida 
& 

MORTGAGE LOANS 


REALTOR 
PROPERTY MANAGEMENT 











SWAN-LORISH 


INCORPORATED } 





Expert Property Management 
Sales—Loans—Appraisals 
Property Surveys 


Chicago 








INDIANA 
PROPERTY MANAGEMENT 


APPRAISALS 
Sales - Leases 
Insurance - Mortgage Loans 


428 Illinois Bldg. Riley 2315 


INDIANAPOLIS 











ILLINOIS 





Ralph W. Applegate and Co, 


SALES AND LEASES 


PROPERTY MANAGEMENT 
COMPLETE MORTGAGE FINANCING 
GENERAL INSURANCE 


MEMBER 
Chieage Real Estate Board 
National Ass’n. of Real Estate Beards 
Chieage Beard of Underwriters 
Continental Illinois Bank Bldg. 


CHICAGO 
FRANKLIN 7878 














F. D. COURNEEN 


s A. . 
PROPERTY MANAGEMENT 
All Classes 
Industrial—Sales, Rentals, 
Leasing—Appraisals— Loans 
Covering Metropolitan Oakland Area 
415 Financial Center Bldg. 
Oakland, Calif. 


Property Management 
General Brokerage 
Appraisals 
Loans 


McNUTT-HEASLEY 


REALTORS 
ORLANDO, FLORIDA 


HARRINGTON 


INDUSTRIAL - COMMERCIAL 


MANAGEMENT SALES 
APPRAISALS RESEARCH 
— CHICAGO — 























O.W.Gotton 


520-24 Commonwealth Building 
SAN DIEGO, CALIFORNIA 
Property Management 
LOANS — LEASING 
SALES — APPRAISALS 
GENERAL INSURANCE 


Preparty Management Equitable Life Assurance Society 





Tampa’s Leading Management Firm 


JAY HEARIN INC. 
REALTORS 


Property Management 
Insurance 
Rentals 
Sales 
Loans 
Members Institute of Real Estate Management 


Mass Bldg., Tampa, Florida 








HOOKER and SLOSSON 


140 South Dearborn St. 
APPRAISALS 


Property Management 
Sales 


Leasing 


JOHN P. HOOKER, M. I. A. 
Complete Service Metropolitan Aves 


Chicago, Ilinois 











Property Management 
Appraisals 
Sales Leases 


KLEIN & KUHN 


Guaranty Bldg. Indianapolis 
George A. Kuhn, M. A. I. 











KENTUCKY 


PROPERTY MANAGEMENT 
Appraisals 


GOODMAN ano HAMBLETON 


INC. 
6th Floor, Louisville Trust Bldg. 
Harry W. Goodman, Appraiser 


LOUISVILLE, KY. 














LOUISIANA 


Real Estate 
LEO FELLMAN & CO. 


Established 1903 





Property Management 
Mortgage Loans 


829 Union St., New Orleans 








a 





























a 
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MICHIGAN MISSOURI (Cont.) OHIO (Cont.) TEXAS 
Ban nni 
L. A. EWALD, INC Tost Eitese Deh cate tenon? Property Management R. H. GAMBLE COMPANY 
e os 3 = Complete Real Estate Service Appraisals 
Property Management Sales 4 Sel REALTORS 
Appraisals, Leases, General re e.. Mort Le Kirby Building 
Real Estate, Industrial Property a 9 a Dallas, Texas 
Investment Counsel MERCANTILE ComMERCE || The Wm. J. Van Aken a ae 
S BANK & TRUST CO. Organization Business Property—Industrials—Factory 


2536 Union Guardian Bldg. 
DETROIT, MICHIGAN 








8th & Locust St. 
ST. LOUIS, MO. 


1715 Euclid Ave. Cleveland, Ohio 




















MORTGAGE LOANS 


Real Estate—Management 
Appraisals—Insurance 


Direct Correspondent 


or 
Life Insurance Companies 


Union Guardian Bldg. 
DETROIT, MICH. 


H. G. WOODRUFF, INC. 











MINNESOTA 





THORPE BROS., Inc. 


REALTORS 
Member—Institute Management 
Property Management 


Thorpe Bros. Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 








M. R. WATERS & SONS, INC. 
BAKER BLDG. 
Property Management 
Leasing—Selling 
Mortgage Loans 


Covering Metropolitan Area 
Twin Cities 
MINNEAPOLIS, MINN. » 


NEW JERSEY 





SEELY CADE, Inc. 


26 Journal Square, Jersey City 
REAL ESTATE 


Management Appraisals 


Member—lInstitute of Management 





NEW MEXICO 





Statewide Realtor Service 


SAVAGE and SGANZINI 


Property Management 
Loans 
Rentals 
Leasing 
Selling 
Complete Insurance Company Service 
209 South Fourth St. 
Albuquerque, New Mexico 














HOWARD R. BURGESS AND CO. 


Member M. A. I. 
Property Management 
Appraisals 
Leasing—Selling 
Mortgage Loans 
Complete Real Estate Service 

Also Servicing Dayton 
Home Office—Neave Bldg. 


CINCINNATI, OHIO 














DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 
Property Management 





Raymond T. Cra Cragin & Co. 
Raymond T. Cragin, A. I. 
PROPERTY MANAGEMENT 

APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Area 
National City Bank Bldg. 
CLEVELAND 





REAL ESTATE 


Property Mgm’t. Mtge. Loans 
Appraisals Surety Bonds 
Insurance Sales 

F.H.A. Approved Mtgee. 


CONSULT 


™ VP. Zinn & Co. 
Dependable since 1906 
te or —_ 


37 North Third St. po Ohio 





OKLAHOMA 





UNITED SERVICE AND RESEARCH 


INCORPORATED 
Terminal Building 
OKLAHOMA CITY, OKLAHOMA 
COMPLETE SERVICE 


Appraisals Real Estate 
Loans Management 
Sales—Leases 


BRANCH OFFICES 
Metropolitan Bank Bidg. 8! Madison Bldg. 
Minneapolis, Minn. Memphis, Tenn. 
Buh! Bids. 
Detroit, Mich, 








DARNELL-ZUENDT CO. 


Realtors and Insurors 


REAL ESTATE 
MANAGEMENT 
SALES — LOANS 
APPRAISALS 


Member of Institute of 
Property Management 


Beacon Bldg., Tulsa, Okla. 





OREGON 





Norris, Beggs & Simpson 
Coastwide Service 
Property Management 
Sales—Leases 


Appraisals 
2nd Hoor Wilcox Bldg. 
PORTLAND, OREGON 
PORTLAND, SAN FRANCISCO, SEATTLE 























MISSOURI 


THE CUYAHOGA ESTATES CO. 


Mortgage Loans, Property 
Management, Appraisals 


Hickox Building 
C. A. Mullenix, M.A.I. 
Pres. & Treas. 


Cleveland, Ohio 


PENNSYLVANIA 





PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 


Markeim-Chalmers-Ludington, Inc 


1424 Walnut Street, Philadelphia, Pa. 
645 Market St., Camden, N. J. 

J. W. MARKEIM, papery" AMERICAN 
INSTITUTE OF REAL ESTATE 


APPRAI S 
saeaiad OF PROPERTY 











A Complete Real Estate Service 


HERBERT V. JONES 
AND COMPANY- 


PROPERTY MANAGEMENT 
APPRAISALS 
INSURANCE 
LEASES 
LOANS 





300 BRYANT BLDG., KANSAS CITY, MO. 








Steller-Carpenter-Stofer, Inc. 


Complete Real Estate Service 
City Wide 
Property Management 
Sales 
Leasing 
1900 Euclid Ave. 
CLEVELAND 





Sites—Leases—Loans 
Complete Property Management Service 








GEORGE W. WORKS 
REALTOR 
Specializing in 
PROPERTY MANAGEMENT 
LEASING—SALES—LOANS 
APPRAISALS 
and INSURANCE 


DALLAS, TEXAS 








Property Management 
Appraisals 


Business Property Specialists 
Leases, Sales and Rentals, Loans 


LEAVELL & SHERMAN, Inc. 


109 N. Stanton St. E] Paso, Texas 
(Established 1906) 








Complete 
REAL ESTATE SERVICE 





Gans 
Lee] a 


Property Management 
Loans—Sales—A ppraisals 
1114% WEST 7TH ST. 
FORT WORTH 








HAROLD W. KELLER 


M. A. I. 


Property Management—Appraisals— 
Loans—Sales 


Member Institute of Property 
Management 


1006-7-8 Travis Bldg. 
SAN ANTONIO, TEXAS 








UTAH 
PROPERTY MANAGEMENT, 
RENTALS, LEASES, 
APPRAISALS, SALES 


FIRST SECURITY TRUST €0, 


(Property Management Dept.) 
Salt Lake City, Utah 

















Record of 37 Successful Years 
113 So. Court Ave. 
MEMPHIS, TENN. 








ANAGEMENT 
TENNESSEE WASHINGTON 
MILLARD NAILL ’& CO./ | Norris, Beggs & & Simpson 
REALTORS Cunsmae Seteian 
Property Management PROPERTY MANAGEMENT 
Peon “gam SALES—LEASES 
Appraisals APPRAISALS 


REPUBLIC BLDG. 


SEATTLE, WASH. 
PORTLAND, SAN FRANCISCO, SEATTLE 
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@ The property management firms whose 
names are shown on this page have been 
selected after careful investigation. They 
have the recommendation and endorsement 
of The National Underwriter. 








WASHINGTON (Cont.) 


WEST & WHEELER 
REALTORS 


Property Management 





Complete Real Estate Service 
For the past 40 Years 


Entire 2nd Floor, Marion Bldg. 
Seattle, Wash. 











WISCONSIN 
ELDON B. RUSSELL 


and ASSOC. 
LOANS 
PROPERTY MANAGEMENT 
APPRAISALS 
RENTALS 
Experienced Insurance Activities 


Tenney Bldg. 
MADISON, WIS. 














Little Gem Chart 
Has New Features 





(CONTINUED FROM PAGE 3) 


security 


incomes into a program or sup- 
plementing it 


with life insurance to 


make a livable income. 
Another new feature of the Little 
Gem is a section providing the high 


spots on the larger companies in con- 
venient ‘“quick-reading” tabular form. 
In addition to 10 and 20 year cost data, 
present scale and histories at age 35, 
these quick reference tables include cash 
values per $1,000 at 55, 60 and 65, the in- 
comes payable per $1,000 at 60 and 65 
and some helpful data on other non-for- 
feiture values, including when they are 
available, whether they are participating 
or non-par, etc. 

For Canadian agents, a special Ca- 
nadian edition is being prepared which 
includes all prominent companies op- 
erating in Canada. This will be the first 
thoroughly compiled reference book for 
Canadians giving all the 
and figures in one single low-cost vol- 
ume. Heretofore, several different 
books have been usually considered nec- 
essary in. Canada, but now it will be 
available in one book—the new 1940 
Little Gem—Canadian edition. 


Other Important Features 


Other important features of the new 
Little Gem include large sections de- 
voted to juvenile insurance, to immedi- 
ate annuities and to industrial, also 
showings of the years to pay up or ma- 
ture contracts through dividends to- 
gether with the accumulations and addi- 
tions for 10 and 20 years. Retirement 
contracts are shown right with the data 
on ordinary contracts and the Little 
Gem covers a great many more of these 


important contracts than any other 
small book. 
With each new Little Gem will be 


supplied numerous illustrations of some 
of its best business-building uses such 
as in avoiding competition, selling in- 
comes, closing “stallers,” building pres- 
tige and making programming work 
simpler and easier with consequent 
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savings in time, both with the prospect 
and in the office. 

Careful coverage of the finer points 
characterize all of the new Little Gem’s 


policy analysis pages, as well as the rate, 


sit option, and dividend-cost  illus- 
trations. ei analysis of policy provi- 
sions brings out many of the unusual 
factors often overlooked, such as com- 
pany practice where it is more liberal 
than, or not covered by the policy. 


Among the various special showings are 


those covering prominent special poli- 
cies, mortality ratios, rates of interest 
earned, also interest paid on funds left 


with the companies, dividend accumula- 
tion illustrations, etc. 

For more than 150 companies, the 
Little Gem gives the policy provisions 
first, followed by the premium rates of 
some 12 to 48 or more contracts per 
company, more than 2,750 contracts in 
all being shown, including retirement 
and term policies. Disability and double 
indemnity rates are also shown. Cash 
values, including those at the retirement 
ages, on six to 12 or more contracts and 
the showings of exact incomes payable 
under settlement options, follow. 

For participating companies, next 
come the famous net cost-net payment 


illustrations of the Little Gem. These 
are the illustrations which have the divi- 
dend already subtracted f---» the rate to 
save the user’s time. Summaries are 
shown in detail at every age for both 
10 and 20 year periods. Ordinary life 
and popular special contracts are shown 
for every ave of issue, the 20 pay and 
20 year endowment forms being shown 
at 5-year age intervals. Actual divi- 
dend histories are also shown with de- 
tailed summaries. 

One of the most valuable features is 
the five-year financial report covering 
more than 225 companies, and giving 20 
important items from each company’s 
statement. No other book covers so 
broad a scope of financial and operating 
hgures 

Thousands of agents have found that 
the extra information which the Little 
Gem contains, (frequently such infor- 
mation as data on local companies not 
available elsewhere) gives it an impor- 
tant extra value. Copies of the 1940 
edition will be delivered in the sequence 
in which the orders are received. While 
the single copy price is $2.50, company 
club rates, which are considerably less 
are allowed to all agents. Orders should 
be sent in to the Statistical Division of 
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The National Underwriter Company at 
420 East Fourth street, Cincinnati. 





Canadian Writings Off 6.1% 

OTTAWA, ONT.—The Dominion de- 
partment reports that life insurance 
written in Canada in 1939 totaled $588,- 
587,140, a decrease of 6.1 percent. Ordi- 
nary insurance totaled $469,305,574 
industrial $90,699,795 and group $28,581,- 
Piss 

Business in force in Canada Dec. 31, 
1939, was $6,776,558,399, increase 2.2 per- 
cent. Ordinary in force is $5,192,409,361, 
industrial $897,161,913 and group $686,- 
987,125. Canadian companies carry 
$4,469,775,787 and British and United 
States companies $2,306,782,612. 

Business in force in Canada of Cana- 
dian fraternals was $109,063,645 and of 
foreign fraternals $68,412,566, a total of 
$177,476,211. 





Miss Emma Beal, prominent repre- 
sentative of Aetna Life at Galveston, is 
one of three stockholders of Missouri- 


Kansas Pipe Line Company _ that 
brought suit at Wilmington, Del., to 
oust the president and five other offi- 


cers. 




















Title Insurance Companies 


@ The title insurance firms whose cards are shown on this page have been selected after careful 
investigation. They have the recommendation and endorsement of The National Underwriter. 




















CALIFORNIA 


COLORADO 


OREGON 





Title Insurance—Escrows—Trusts 


Title Guarantee & Trust Co. 


ineorporated October 28, 1895 


Title Guarantee Building 
Hill at Fifth Street 
Los Angeles, California 














Specify 
TITLE PROTECTION 
From the 
LARGEST, MOST COMPLETE 
TITLE COMPANY IN THE WEST 
(Capital and surplus over $16,000,000.00) 


TITLE INSURANCE 
and TRUST COMPANY 


433 South Spring Street, Los Angeles 
Other Offices: Santa Barbara, San Luis Obispo, 
Ventura, San Diego, Visalia, Bakersfield, Riverside. 











needed facts ° 


San Diego’s oldest and largest 


title insurance company 
Union Title Insurance 
aod ‘Trust Company 


JAMES D. FORWARD 


eeCtT OS He 












SECOND AVENUE 
A> BROADWAY 


SAN DIEGO CALIFORNIA 


Complete title, escrow and 
trust services. 





CITY TITLE INSURANCE 
COMPANY 


68 Sutter Street 
Complete Title Service 


San Francisco, Cal. 





THE TITLE GUARANTY COMPANY 


Established 1911 
M. Elllett Houston, Pres. — J. Tate Dunean, Seey. 
Title Insurance Loans 
Real Estate Abstracts 


15TH & COURT PLACE 
Telephone Keystone 1251 


DENVER, COLORADO 











MISSOURI 


Over $700,000 Capital & Surplus 
TITLE INSURANCE 


ABSTRACTS 
COMPLETE RECORDS 
Correspondents New York Life 


COMMONWEALTH, INC. 


415 S. W. Sixth Street 
Portland, Ore, 








KANSAS CITY TITLE 


AND TRUST COMPANY 
KANSAS CITY, MISSOURI 
e 
Complete Title Service 
for the Greater Kansas City area 
NATIONAL TITLE DEPARTMENT 


UTAH 





INTERMOUNTAIN TITLE 
GUARANTY COMPANY 


TITLE INSURANCE 


Operates in Utah, Idaho and Califor- 

nia. Policies accepted by Supt. of 

Insurance of the State of New York. 
Home Office: 


809 First National Bank Building 
Salt Lake City, Utah 














Title Insurance Corporation 
OF ST. LOUIS 
810 Chestnut Street 
McCune Gill, Vice-President 
Qualified with Insurance Depart- 


ments of Missouri and 
Eastern States. 


Only — tract index in St. Louis 





City and County. 








OKLAHOMA 


WASHINGTON 


WASHINGTON TITLE 
INSURANCE CO. 
Capital $1,350,000.00 

803 Second Avenue 


SEATTLE, WASHINGTON 
Statewide Title Service 














AMERICAN FIRST TRUST CO. 


First National Bldg. 
Oklahoma City, Okla. 


STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 
Commissioner 








Please Mention 
The National Underwriter 
when Writing to 


Advertisers 
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Intensive Campaign 
for Fraternal Week 
Is Being Planned 


Plans are being made for an intensive 
National Fraternal Life Insurance 
Week campaign, May 12-18. With the 
approval of the executive committee of 
the National Fraternal Congress, a pub- 
licity, sales and educational campaign 
has been proposed. A striking 10 by 13 
inch three color poster has been de- 
signed showing a large ship with 
“Friendship” and “Financial Security” 
on the bow. (See back cover of this 
issue.) The sales message is “Ride the 
Storm with Fraternal Life Insurance.” 
The poster design is reproduced on 2 by 
214 inch stickers and also on a special 
letterhead printed in blue and red on 
goldenrod stock. 

It is suggested that all fraternal men 
cooperate in the drive and distribute 
posters in public places and use the 
letterheads and stickers on all corre- 
spondence and bulletins for a month 
preceding the week. 

In order to provide a close tieup with 
the field force and lodges, special ma- 
terial is being prepared. Each field 
worker is being urged to make a list 
of 50 prospective members and enter 
them in a special ‘Log Book,” and to 
call on the 50 during the first 18 days 
of May and strive to sell at least five 


new: certificates. 

Complete plans are suggested for 
local lodges staging special “Ship 
Night” programs during National Fra- 


ternal Life Insurance Week and clever 
invitation cards and special “How to 
Stage the Ship Night Program” book- 
lets will be available for distribution to 
local lodges. It is suggested that the 
field workers get the various members 
of the lodge to invite their friends to 
the guest night program and that the 
names of these friends be used as a 
basis for prospect lists. 

The program is presented in a port- 
folio showing samples of the poster, 
letterhead, stickers, and the special in- 
structions for a “Ship Night” program, 
including the invitations. There is also 
an instruction booklet available for field 
workers, entitled “Set Your Sales for 
Increased Sales.” 

It is expected that the National Fra- 
ternal Life Insurance Week drive will 
be a great factor in increasing the fa- 
vorable prestige of fraternals now enjoy- 
ing and in stimulating membership. 

Those who have seen the advance ma- 
terial are very enthusiastic about it, as 
the whole campaign is coordinated 
around the central theme of “Riding the 
Storm with Fraternal Life Insurance.” 


Ekern Speaks in n Milwaukee 


MIL WAUKEE— EP. E. Ekern, former 
Wisconsin insurance commissioner and 
member of Ekern & Meyers, Chicago 
and Madison insurance counsel, discussed 


av OV Can be, 
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SECURITY + PROTECTION + GOOD FELLOWSHIP 


A Legal Reserve Fraternal Life Ins. Society 
309 W. Jackson Blvd., Chicago 


THE WOMAN'S BENEFIT ASSOCIATION 


Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 


Port Huron, Michigan 














tensive 


the advantages of fraternal insurance and 
its benefits from the social security pro- 
gram, at a luncheon meeting of the Mil- 
waukee Fraternal Life Underwriters 
Association. 


Examination Report 
on Fidelity Life 


The Illinois department has released 
the report of the examination of the 
Fidelity Life of Fulton, Ill., a fraternal, 
as of Sept. 30. This was a convention 
examination conducted by Illinois, lowa 
and Minnesota. The assets are $11,318,- 
865, legal reserve $9,470,622, special con- 
tingency reserve $400,000, surplus $1,087,- 


224, solvency ratio 103.6. Of its assets, 
real estate is 14.4, policy loans 13.3, 
bonds 56.7, cash 2.57. The examiners 


found that claims and obligations have 
been adjusted in accordance with the 
provisions of the contracts and the com- 
pany is found in good shape. 

The main operating officers are W. C. 
Below, president, and F. W. Hough, 
secretary. It operates in Illinois, Indi- 
ana, Iowa, Michigan, Minnesota, Mis- 
souri, Nebraska, Ohio, Texas, Wisconsin 
and Kansas. Some of its policies are 
on the National Fraternal Congress 
table, others on the American 4 percent 
table and still others on the American 
3% table. The income from members up 
to Oct. 1, last year was $1,061,703, total 
income $1,411,421, paid policyholders 
$677,651, total disbursements $1,194,540, 
insurance in force Oct. 1, $51,392,191. 





Field Managers’ Committees 
Are Named by Wright 


Committees of the Fraternal Field 
Managers Association have been ap- 
pointed by President W. E. Wright, 
who is recorder A. O. U. W. of North 
Dakota. 

The credentials committee consists of 
G. M. Hughes, New England Order of 
Protection; James Groszewski, Polish 
Roman Catholic Union of America; 
Mrs. Mamie E. Long, Woodmen Circle. 
Resolutions and by-laws includes Nor- 
ton J. Williams, president Equitable Re- 
serve; Ralph M. Norrington, field direc- 
tor Gleaner Life; Henri T. Ledoux, 
president L’Union St. Jean-Baptiste 
d’Amerique. 


The auditing committee is A. R. Col- 
vin, field director Fidelity Life; G. S. 


Francis, A. O. U. W. of Minnesota, and 
J. C. Phillips, assistant to the president, 
Modern Woodmen. The ethics com- 
mittee is Fred A. Johnson, vice-archon 
Royal League; J. G. Grundle, secretary 
Catholic Family Protective, and James 
Fafaia, Polish National Alliance. 


Lutheran Brotherhood Ohio 
Field Force Holds Rally 


An all-day meeting was held at Co- 
lumbus, O., by the state force of Lu- 
theran Brotherhood. Twenty-five gen- 
eral and special agents attended. W. G 
Fisher, assistant to the president, spoke 
on “Life Insurance In Its Simplest 
Form.” Dr. Otto Mees, president Capi- 
tal University, Columbus, O., director 
and vice-president of Lutheran Brother- 





hood, spoke on “Some Things to Re- 
member,” stressing the value of time 
control. 


Round table discussions were held in 
the afternoon, topics being introduced 
by several general agents. A typical in- 
terview was given by A. L. King, agent 
of Hubbard, O. General Agent G. W. 
Ernst, Galion, led a discussion of pros- 
pecting; General Agent J. R. Cox, Day- 
ton, leader in his area for 16 years, 
discussion of the society, and General 
Agent E. C. Cooperrider, Columbus, 
“Visual Selling.” 

Mr. Fisher presented plans for an in- 
cultivation of new _ prospects 


merchandise 
agency 


gifts. 
supervisor 


through the use of 
Herbert Vogel is 
for Ohio. 


Moynihan Suspension Upheld 
The Suffolk superior court has upheld 
the summary suspension from the 
Knights of Columbus of P. J. Moynihan, 
Massachusetts state commissioner of ad- 
ministration and finance. Judge Green- 
halge insisted that in connection with 
any proceedings involving Moynihan 
that the Knights of Columbus stipu- 
late that Moynihan’s insurance will not 
be interfered with. Moynihan was sus- 
pended after having made an attack 
on the officers at the supreme council 
convention in Seattle last fall. 


x 


Catholic Order Surplus $5,090,605 


Surplus to policyholders of Catholic 
Order of Foresters of Chicago was in- 
correctly given in the table that appeared 
in the March 1 edition. The surplus of 

Catholic Order of Foresters in all funds 
is $5,090,605 and in addition, there is a 
contingency reserve of $1,510,000. 








Ask for Oregon Supervisor 


Fraternal Congress in 
conference at Salem urged Commis- 
sioner S. B. Thompson to appoint a 
deputy to supervise fraternal insurance 
societies in Oregon. H. S. Hudson, 
great commander Maccabees for Ore- 
gon, headed the delegation which pre- 
sented the request to Mr. Thompson, 
and advised him there were 26 fra- 
ternals in Oregon, representing 50,000 
te 60,000 persons. The assignment of 
a deputy to supervise their activities 
would expedite contacts between socie- 
ties and the state department and 
otherwise benefit all interests. The com- 
missioner reserved action pending con- 
sideration. 


Cannon St. Patrick Day Speaker 


Thomas H. Cannon, head of the 
Catholic Order of Foresters, will be the 
orator at the annual St. Patrick day 
dinner of the Irish Fellowship Club, 
Cincinnati. 


McKittrick Goes with Gleaner 


DETROIT — L. E. McKittrick, for- 
merly with the Federal Deposit Insur- 
ance Corporation, has been appointed 
head of the bond and mortgage depart- 
ment of Gleaner Life. 


The Oregon 











Leading Fraternal Men on 
Illinois Congress Program 





(CONTINUED FROM PAGE 7) 


through a program started two years ago 
with preparation of direct mail matter 
which brought a response from members 
that swamped the department handling 
the replies. This unexpected response 
forced the holding of much of the pro- 
jected mailing. 


Protection Is First Requisite 


An adequate educational program 
among field workers is urgently needed 
in the fraternal business, Mr. Neprud 
said. There should be system and plan- 
ning, the keeping of records and effective 
prospecting procedure. He recommended 
the prospecting work plan of Louis Behr, 


a1 

which is published by the “Diamond 
Lite Bulletins.” 

“Make a program and stick to it,” he 

said. “Sell in understandable language 

Keep the right mental attitude.” He said 


the work slogan of every life insurance 
solicitor should be: “Women and chil- 
dren first,’ by which he meant the 

worker should assure himself the proper 
protection had been secured for a pros 
pect’s family before retirement inconx 
plans are written. 

Mrs. Huldah Donohue, Springfield, 
Ill., state manager Woodmen Circle, 
chairman of the congress fraternal week 
committee, reported on a project to have 
a fraternal day at the state fair in Aa- 
gust. The congress has been conducting 
an educational program in Illinois for 


some time, distributing to libraries at 
cost copies of a book on fraternal life 
insurance fundamentals. Several hun- 
dred copies have been placed in the 


libraries. 





Provides $200 a Month Exemption 

TORONTO — The Ontario govern- 
ment has exempted for succession duty 
purposes the value to an estate of insu 
ance of $100 a month for life, left to a 
wife and another $100 per month for 
certain dependents. Thus value in life 
interest of $200 a month will not be in- 
cluded in a man’s estate for purposes 
of valuation for succession duties. 








Five Modern Legal 
Reserve Contracts 


@ Ordinary Life 

@Twenty Payment Life 

@ Endowment at Seventy 
@Twenty Year Endowment 
| @ Family Income 





These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 


Write for particulars to 


PETER F. GILROY, President 
1447 TREMONT PLACE 
DENVER, COLORADO 
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FieNATIONAL UNDERWRITER 


AS SEEN FROM CHICAGO 





KEMPER GIVES ADDRESS 


The Union League Club in Chicago 


announced the first showing in its city 
of the sound film, “Free Men Build a 
Nation” with an introductory address 


by James S. Kemper, president Lum- 
bermen’s Mutual Casualty, and head of 

i large mutual syndicate, Monday noon. 
th Kemper is also vice-president and 
chairman of the mid-west council of the 
U. S. Chamber of Commerce. The 
meeting was sponsored by the Union 
League Club’s “America Wake Up” 
crusade. 

Mr. Kemper has announced his can- 
didacy before the Republican primary 
election April as delegate to the na- 
tional Republican convention from the 
tenth congressional district. Mr. Kemper 
served in this capacity four years ago 
with great distinction. He has been a 
resident of the district for 30 years. 
KEMP TO BE HONOR GUEST 

President A. N. Kemp of the Pacific 
Mutual Life will be the honor guest at 
the victory dinner of the Earle S. Rap- 
paport agency of Chicago, April 1. This 
is given in tribute to the agency’s out- 
standing production the last six months 
of 1939. The Rappaport organization 
led all others in the east central division 
in percentage of quota produced. 





In addition to President Kemp, Vice- 
president D. C. MacEwen and Fred 
Kerman, publicity director, are sched- 


uled to be present. 
HOHAUS TO ADDRESS ACTUARIES 


Reinhard A. Hohaus, Metropolitan, 
president American Institute of Actu- 
aries, is scheduled to address the next 
meeting ot the Chicago Actuarial Club 
the evening of March 15. Ross E. 
Moyer, vice-president and actuary Con- 
tinental Assurance, club president, will 
preside. 


“MYSTERIES” 


PAUL W. COOK’S 
The Paul W. Cook agency of the Mu- 


tual Benefit Life in Chicago has adopted 
a plan that is meeting with great appro- 


bation on part of his salesmen. He 
takes, for instance, different cases that 
have been actually worked out by some- 


one in his own agency or some broker, 
which he calls “Mysteries.” For in- 
stance, in the first two of the series 
they were worked out by Paul F. Mil- 
lett, one of the leaders in his organiza- 
tion. He is manager of the brokerage 
department. In No. 1 of the series it is 
entitled, “The ‘Case of the Generous 


Gentleman.” The next is “The Case of 


Settin’ an’ Thinkin’.” These “Mysteries” 
will be gotten out from time to time 
for the benefit of the Cook organization. 


HARRY MAYBROOK’'S RECORD 


Harry Maybrook, in the J. S. Fred- 
rickson agency of the New York Life 
in Chicago, has had an_ interesting 
record. He started with the company 
in January, 1920, at the age of 18. He 
planned very carefully for his future 
work, He studied life insurance as- 


siduously in order to render a high serv- 
ice. He became associated with a num- 
ber of organizations of young men to 
extend his acquaintance. During the 20 
years Mr. Maybrook has paid for 3,000 
applications for over $5,927,000, an 
average of 150 applications for nearly 
$300,000 annually. Eliminating his first 
less than 


two years, he never paid for 
130 applications annually or less than 
$204,000. Now he has a record of 204 


consecutive months on the ten-a-month 
honor roll, and 129 months on the $20,- 
000 a month roll. 
AGENCY PLACES FOURTH 
The Willard Ewing agency of Provi- 
dent Mutual Life in Chicago finished 
fourth in February in production among 
the company’s agencies, and to date this 
year is in sixth place. The agency is 
putting on a special business drive in 
connection with the company’s 75th an- 
niversary campaign, winding up March 
21 on the anniversary. Similar contests 
are being held throughout the United 
States. March 21, M. A. Linton, presi- 
dent, will speak over a telephone hookup 
to all the agencies and his message will 
be received over,a loud speaker system. 
Mr. Ewing took over the general agency 
late in 1938 and has made a fine record. 


BRENNAN SPEAKS IN EAST 

James H. Brennan, one of the two 
Chicago managers of Fidelity Mutual 
Life, president Fidelity Mutual General 
Agents’ Association, has just returned 
from the round table conference held in 
Philadelphia. It was concluded by a ban- 


EWING 


quet at which Mr. Brennan spoke. He 
visited some of the agencies in New 
York before returning home. Mr. Bren- 


nan is active in association affairs and 
is treasurer of the Chicago Association 
of Life Underwriters. He took over the 
Chicago branch of Fidelity Mutual 4% 
years ago when it was in 40th place in 
the United States, and at the end of 
1939 it reached sixth place. Mr. Brennan 
is a large personal producer and has 
built a strong organization around him. 





Known Far and Wide as 
An Agency Minded, 
Old Line, Legal Resérve, Life Insurance Co. 





James C. West. President 


Missouri INsuRANCE COMPANY 
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HOME OFFICE: ST. LOUIS 
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SAVE MONEY WITH 


printing. 


333 Sixth Avenue 





Many Insurance Company organizations are saving money 
by using the Vari-Typer . . . the composing Type Writer 
with changeable faces and spaces. This compact office 
machine reduces composition and printing costs for rate 
schedules, office forms, bulletins, booklets, folders, ete. 
Investigate the savings pessible on all your required 


RALPH C. COXHEAD CORPORATION 
MANUFACTURERS OF VARI-TYPER 
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A. Nash, one of his leading producers, 
was one of the three winners in the 
contest “Life Insurance in Action,” held 
recently by the Chicago association. 


PROGRAMMING COURSE 


R. E. Pille, assistant supervisor Con- 
necticut Mutual Life, has been in Chi- 
cago conducting an educational course 
on programming life insurance for the 
full time organization of the James G. 
Hill general agency there. The Hill 
agency recently moved to considerably 
larger offices in the Field building. Mr. 
Pille went to Minneapolis on an agency 
trip and then will return to the home 
office. 


CONDUCTS 


GOOD MONTH REPORTED 

The H. 
Central Life in 
paid for business in 


percent ahead of the 
1939. 


A. Zischke agency of Union 
Chicago reports that 
February was 33 
same month in 


WOODSON BEFORE SUPERVISORS 


The Life Agency Supervisors Club 
of Chicago was addressed at a meeting 
this week by B. N. Woodson, director of 
Life Insurance Sales Research Bureau 
service, on “Motivating.” 


POLICIES 


Occidental Writing 
Family Group Form 


LOS ANGELES—Occidental Life of 
California is now issuing a family group 
policy which is on the ordinary life plan 
with non-forfeiture values. Similar to 
the same form of other companies, the 
policy continues in force on the remain- 
ing lives after the death of one insured. 

It insures the father, mother and de- 
pendent minor children in one household 
under one policy. The person who is 
responsible for support of the family 
will pay the premium and have control 
of the policy. The other parent should 
be included if insurable and all single 
dependent children must be included if 
insurable. Settlement options will not 
be available. Regular non-medical rules 
will apply, but the agent must see each 
member of the family to be insured and 
report any unfavorable aspects. 

All insured lives, over age 15, must 
sign the application, The minimum 
amount is $1,500 with not less than $500 
on the payor and not less than $250 of 
ultimate amount on each life insured. 
Cash loan and surrender values will be 
available to the payor. Double indemn- 
ity in amounts of $1,000 or more will be 
written on the payor only. Waiver of 
all premiums falling due after death of 
original payor up to 20 years from date 
of the issuance of the policy is provided 
by rider. 

Illustrative rates are: 
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National Fidelity Changes 

The National Fidelity Life has issued 
a new rate book. Principal changes are 
in retirement annuities, where maturity 
values are increased substantially along 
with the rates. Rates are increased mod- 
erately on whole life at 85. Settlement 


March 15, 1949 


options are put on a 3 percent (formerly 
342) basis, and the rate on funds left 
with the company changed from 3'%4 to 
214 percent. 


Travelers New Agreement 
Is More Flexible 


recently introduced a ney 
settlement options which 
eliminates a certain inflexibility of the 
old form in cases where the arrange- 
ment made by the policyholder proves 
after his death not to be to the best 
interest of the beneficiary. In the past, 
the beneficiary had no voice in the ar- 
rangement after the insured died. The 
new agreement permits, the benficiary 
to change the method of payment of pol- 
icy proceeds in all respects except that 
if the insured elected not to have pro- 
ceeds paid in a lump sum, the benefici- 
ary cannot elect a lump sum. 

The new agreement provides that the 
proceeds must be paid in installments— 
the type and number to be elected by 
the beneficiary. The automatic settle- 
ment will be monthly payments of in- 
terest on the principal, with the option 
of electing one of the following incomes: 
(1) Within one year to have the pro- 
ceeds paid in a definite number of 
monthly installments, not less than 120 
and not exceeding 240, exhausting prin- 
cipal and interest; (2) at any time while 
receiving interest to convert to a tem- 
porary annuity on the cash refund basis 
running to age 65, at which time the 
payments cease; (3) at any time while 
receiving interest to convert to a 
monthly life income on the cash refund 
plan. 

Payments on 
continue to the 
sured’s death 
66th birthday 


Travelers 
agreement tor 


the temporary 
anniversary of 
nearest the 
anniversary. 


annuity 
the in- 
beneficiary's 


Pacific Mutual Meeting 

LOS ANGELES — The exccutive 
committee of the General Agents As- 
sociation of the Pacific Mutual Life held 
a three-day session at the home office, 
at which plans for the year were dis- 
cussed. The educational plans as out- 
lined by the company were considered 
and some discussion was had as to 
changes in_ territorial boundaries of 
agencies. 


Opens Training School March 7 


The Manhattan Life opened the first 
session of its home office training school 
March 7. The first course is for the pur- 
pose of instructing prospective agents 
in the subjects upon which their exam- 
ination by the New York insurance de- 
partment will be founded. Starting with 
the fundamentals of life insurance, as 
time goes on the course will include 
many other phases of the business such 
as optional settlements, business insur- 
ance, etc. 


Appointed Group Assistant 

Rodney G. Jones of Brooklyn has been 
appointed Travelers group assistant in 
greater New York with headquarters at 
55 John street. 


Boston Claim Men Hear Behan 
Vice-president J. C. Behan of the 
Massachusetts Mutual Life spoke on the 
bearing of federal regulations on the 
insurance business before the Boston 
Life & Accident Claim Association. 


Policy Wallets 











Perfect for Remembrance Advertising! 
Leather Policy Wallets 


Black grained leather policy wal- 
lets with 7 envelopes inside, $1 
ea. or 75e ea. in doz. lots. De- 
Luxe quality, leather lined, $1.75 
ea. or $1.50 ea. in doz. lots. 
Cash with order unless rated con- 
cern (Cowhide Sales Pac, 1-inch 
rings, inside zipper pocket, $3.50.) 
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1019 CALHOUN ST. 
FORT WAYNE, IND. 
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Strategy and Tactics of Sale 
Termed of Great Import 





selling were 
of the Hel- 
— 


Strategy and tactics in 
discussed by O. L. Butler, 
land general agency Connecticut 


tual Life, San Antonio, before the San 
Angelo (Texas) Association of Life 


Underwriters. Agents should ask them- 
selves why they are calling on a pros- 
pect, what they will do, and what their 
objectives are. 

“Strategy gets you before the pros- 
pect and tactics concern what you do 


when in front of the prospect,’ he said. 
“It may become necessary for you to 
change your strategy You may find 


it advantageous to use direct mail which 
gets in when the agent can’t. When 
you get in, do you have appropriate 
opening remarks? The big producers 
know just what they will say. They 
are direct, not evasive, in their approach. 


Prospect Naturally Self-Centered 


“You must interest the 
What interests the prospect? He is in- 
terested in himself, his family and his 
business. The better prospecting you 
have done, the easier it will be to make 
the opening remarks. 

“The public is well informed about 
life insurance. What you must do is 
show the need for life insurance. A 
friend of mine bought a policy and 
lapsed it. I made the mistake of going 
to his office to talk to him. I had sup- 
posed that all I had to do was to call 
and ask him for the money. I did not 
close the case. It was necessary for 
me to go back and show the need over. 

“Is the need clear? The agent knows 
the need for a monthly income guaran- 
teed, the capital which the prospect has 
to provide an income, how much he can 
pay now, and how much money he can 
lay aside each month. Life insurance 
is not important to the prospect until 
he has a need, and the agent must dig 
out the need. The need must be one 
necessary to the happiness and welfare 
of the prospect and ‘his’n.’ This is 
vital to the acceptance of a life insur- 
ance plan. We fail if we do not make 
him realize the need fully. 

Must Want Life Insurance 


“Many need life insurance but want 
something else. The prospect weighs 
the need until he develops a want. Your 
presentation wasn’t strong enough for 
him to want your plan unless you de- 
veloped the want. 


prospect. 


“Do I employ confirmations? Does 
the prospect agree as I go along. The 






Life 


insurance Company 
WAVERLY, IOWA 


LUTHERAN MUTUAL 


salesman must get confirmation. Does 
he understand you and your plan? He 
is primarily interested in what the plan 
will do for him and his family. Whether 
he does up to this point lies in the proof 
that he agrees. If he doesn’t agree, find 
out why. If he does agree, you gain 
confidence in your presentation. 

“Do I explain the plan simply? | 
must show a definite need today. Il 
must build a want. If I have, the pros- 
pect has agreed to it. So what? This 
is just exactly what he wants to know. 
He wants to know what the plan will do 
for him and his family. He wants to 
know what he will have to do to get it. 
We are too anxious to impress to watch 
his reactions. If you have done a good 
job in your presentation, the prospect 
has confidence in your ability to attend 
to the mechanical details of the plan. 


Urges Using Visual Appeal 


“Do I use the visual appeal? The 
tendency is to slacken up in the use of 
the visual appeal as we grow old in the 
business. The interest is stronger when 
visual material is used. There is a defi- 
nite visual appeal in current articles in 
the newspapers, magazines, recommen- 
dations of new policyholders, and pho- 
tostatic copies of checks paid on death 


claims. Use pictures. 

“Do I know when to mention the 
price? There is no general opinion. 
Some say after the prospect shows he 


is interested. Others say when the pros- 
pect asks and others when they trv to 
close. I personally have the attitude 
that it should be mentioned at first. 
“Do I plan to close? It is a rare thing 
that the agent gives this thought unless 
he has been producing more than a 
quarter million dollars worth of busi- 
ness. All big producers plan the close. 
You know what the close will be if you 
have done a good job prospecting. You 
have a picture of the man and his sur- 
roundings, his home and his family. 
You must have done a good job pre- 
paring. If you develop the need and 
build a want, explain the pian simply, 
causing the prospect to understand. If 


the prospect says, ‘I can’t do anything 
now, or ‘I am not ready,’ he doe’ not 
understand what he needs to do. 
Sale Hangs in Balance 

“The mind is like a pair of scales. The 
prospect may be thinking, ‘My wife 
says I need new furniture. Do not 


make the mistake of telling him not to 








Popular Policy Fornis 
Reasonable Rates 


Liberal Dividends 
Low Net Cost 


buy new furniture. He won't like that. 
He won't buy from anybody he doesn't 
like. Throw in another idea. You 
should have a number of ideas in your 
mind or on a small card in your hand. 


Mr. Prospect wav ers and ‘the scales 
hang even. Here is where he needs 
your services. It is a hard job to take 


money right now and spend it for things 
which may happen several years from 
now. 

Push the Decision 

ri 


“How does the agent feel now? The 
prospect says, ‘I will think it over.’ 
You come back in three months. Did 


it ever happen to you? 

“Have the prospect weigh the effect 
on himself and family. It is not right 
to go back in three months. The pros- 
pect may not be there. If you feel re- 
luctant, stay and fight it out. Think of 
what it will do for the beneficiaries; of 
what it will do for the wife and the 
child. We should know the name of 
the child and call the name, as Mary 
Lou. Most of us can’t think of any- 
thing to say. Maybe you can pull good 
ideas out of the skies. My way is to 
figure them out and have them on paper. 
Have at least five or more ideas on a 
piece of paper or a card. 

“If the prospect hus a situation simi- 
lar to your own, show him your life 
insurance program. Get him to say 
how much he should buy. You must 
have a manner that is natural and en- 
thusiastic. If you are a salesman arat 
and human second you are on the wrong 
track. Use positive ideas.” 
Investment Points Stressed 

TORONTO—Practically every man 
interested in accumulating property does 
so either that he may use the property 
himself in later vears or that his family 
may use it after his death, John G. 
Parker, general manager Imperial Life 
of Canada, told students in the extension 
department of the University of To- 
ronto. : 

A man has only a limited number of 
ways in which he may accumulate prop- 


— 
hn 


erty, Mr. Parker said.. First considera- 
tion should be given security in which 
the record of life insurance is unique. 


No Canadian policyholder has suffered 
the loss of a dollar through his invest- 


ment in life insurance, Mr. Parker 
pointed out. 
In diversification, another important 


test of a good investment, life companies 
stand high compared with other means 
by which property can be accumulated. 
In liquidity the record is also particu- 
larly good. A fourth test of a good in- 
vestment is freedom from care and super- 
vision. Every life insurance policy- 
holder or beneficiary is offered the in- 
vestment service of the company for the 


Pittsburgh Agent Holds 
Top Place for 27th Year 








Ww. H. 


GOEHRING 


W. H. Goehring, a veteran of 28 years 
with the Pittsburgh agency of Provident 


Mutual Life, won the agency contest 
for 1939, which designates him as the 
most valuable associate of General 
Agent Steacy E. Webster. The award 


was announced at an agency banquet. 
The contest is based on production and 
other factors. 

He has been agency leader in produc- 
tion for 27 consecutive vears. 

Mr. Goehring was born on a farm 
and values his early training in learning 
to work. At the age of 16 he went to 
Pittsburgh to begin his business train- 
ing at Curry University. In 1897 he 
established a retail hardware company in 
Pittsburgh which continued until 1912, 
when he became associated with Provi- 
dent Mutual. Since that time he has 
qualified for all but one of the company’s 
qualification clubs. 


handling of funds which may be due 
under his policy. 

Life insurance investments are always 
paid at par. Furthermore, it is easy to 
buy because the companies offer easy 
payment terms. 


Klingholz Awarded 15-Year Pin 


Al Klingholz, cashier of the National 
Life & Accident’s Chicago 2 office, was 
presented a 15 year “old guard” pin by 
Fred Koehler, northern division man- 
ager from the home office. Mr. Kling- 
holz started at Indianapolis. His man 
ager in Chicago is J. C. Lamar. 

J. D. Taylor has been appointed man- 
ager at Memphis for Washington Na- 
tional. He has been with that company 
since 1931, starting in Detroit as an 
agent and later becoming superintendent 
there. 


WANTED—AGENCY MANAGERS! 





There is unusual opportunity with this progressive Com- 
pany if you aspire to a management career in life 


insurance. 


Some good territory is still open in Texas, Nebraska, 


Missouri, 


Oklahoma and Arkansas. 


One thing of primary importance—are you a capable 
personal producer? 


Address Agency !nquiries to: 
M. ALLEN ANDERSON—Director of Agencies 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


THEO. P. BEASLEY 
HOME OFFICE 


DALLAS 





PRESIDENT 
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Policyholders of 
Mutual Companies 
to Have More Voice 


(CONTINUED FROM PAGE 4) 


under which self-seeking individuals or 
groups could upset policyholders’ peace 
of mind and introduce political maneu- 
vering into mutual life company elec- 
tions. Company executives, though an- 
ticipating that there might be efforts to 
revise the procedure for directors’ clec- 
tions, were not consulted on the Hamp- 
ton-Piper proposal. This has given rise 
to the inference that those behind the 
proposal wanted to move swiftly and se- 
cretly in order to forestall any organized 
opposition from the companies and 
agents. 

Inequitable Influence of a Few 


In addition to the threat of introduc- 
ing political campaigns into mutual life 
insurance, there 1s the objection that in 
many cases a handful of individuals, be- 
cause they happen to be the only policy- 
holders of a smaller company who were 
residents of a judicial district, would be 
given influence out of all proportion to 
their interest in the company. They 
would be entitled to elect a director even 
though their company had practically no 
policies in force in that particular judi- 
cial district. Another criticism is that 
because New York has long been the 
model for other states in insurance legis- 
lation and regulation the Hampton-Piper 
proposal opens the way for similar, and 
perhaps more radical moves in other 
States. 

The bill provides that starting with 
the next election of directors as soon as 
the classes of directors provided by the 
company’s charter will permit, there 
shall be elected to the board by the resi- 
dent policyholders entitled to vote one 
director from each of the nine judicial 
districts of the state. Directors are to 
be elected by a majority vote of the pol- 
icyholders residing and voting in each of 
the nine districts. Other directors will 
continue to be elected under the proce- 
dure followed in the past. 


Rights Not Impaired 


including indus- 
entitled to 
to be elected in 
would also be 


policyholder, 
would be 


ach 
trial policyholders, 
vote for one candidate 
his judicial district but 
permitted to vote for other vacancies on 
the board. In other words, the right to 
vote for a director from his judicial dis- 
trict would be in addition to his present 
rights and not in lieu of any of them. 

lo be eligible for nomination as dis- 
trict director a person must be a bona- 
fide resident of the district for at least a 
year, must be at least 35 years old, of 
good moral character and must have 
been a policyholder in the company at 
least two years preceding the election. 
Anyone possessing these qualifications 
and consenting in writing to be a nomi- 


nee could be nominated for district di- 
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rector by a imme signed by at least 25 
policyholders. Petitions would have to 
be filed in the home office not less than 
90 days prior to the election date. 

The bill provides that 60 days before 

he election there shall be mailed to each 
sn Pt residing in the state and 
qualified to vote, a printed ballot with 
the name of the person nominated for 
director in the judicial district in which 
the policyholder resides. Each county 
clerk’s office in the state would be desig- 
nated as a polling place where there 
would be on file at least 60 days before 
election a list of all policyholders, both 
industrial and ordinary, entitled to vote 
and the list would be subject to inspec- 
tion during business hours. 

sallots for the district 

signed by the policyholder or 
and giving one of the policy numbers, 
would be received by the county clerk 
any time up to the closing of the polls. 
The bill provides that the closing hour 
of the polls must be conspicuously 
printed on the ballots. Within one week 
after the polls’ closing, the bill would 
require the county clerk to tabulate the 
ballots and forward them with his tabu- 
lation to the home office and a duplicate 
report to the New York department. The 
department would compile the results 
for the nine judicial districts and certify 
the results to the secretary of state. 

“Adequate Compensation” Specified 

The law also provides that each of the 
directors elected shall be adequately 
compensated by the company for his 
time and expense for each meeting of the 
board which he attends and that the cost 
of the district elections and the reason- 
able expense of each county clerk in re- 
ceiving and tabulating the ballots shall 
be paid by the company. 

Companies domiciled in New York 
and hence subjected to the measure if it 
becomes a law are Church Life, Eastern, 
Empire State Mutual, Equitable Society, 
Expressmen’s Mutual, Farmers & Trad- 
Guardian, Home, Manhattan, Met- 
ropolitan, Morris Plan, Mutual Life, 
New York Life, North American Reas- 
surance, Postal Life, Postal National, 
Security Mutual, Teachers Insurance 
& Annuity Association, and United 
States Life. 


directors, 
assignee 


ers, 


Question of Size Is 
Discussed by Hopf 


(CONTINUED FROM PAGE 1) 


a needless and some- 
times heavy handicap. He cited the new 
British liner “Queen Elizabeth” as an 
example of exceeding the optimum. He 
said that it was known when the ship 
was designed that it was too large to be 
operated as economically as a smaller 
ship but that considerations of prestige 
outweighed economy. 

Good management seeks to stabilize 
the trends and seeks that combination of 
size and quality that will bring best 
service to its patrons,” he said. He added 
that the optimum size was not neces- 
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sarily the one at which the company 
might happen to find itself at present 
but might be greater or less. 

“Fortified by right management prin- 
ciples and techniques, the companies can 
not only determine the optimum to which 
they should aspire but also can achieve 
and maintain it,” said Mr. Hopf. “Noth- 
ing that the government can conceivably 
do in the way of control could achieve 
anything like what the companies can 
achieve without that control provided 
they take advantage of widespread and 
approved practices in the field of indus- 
trial management.” 

Mr. Hopf illustrated applications of 
measurement to life companies by a 
series of operating control figures cover- 
ing the last 10 years as developed through 
the use of his techniques for determining 
the optimum. He has for many years 
been an exponent of the optimum in 
management and in 1934 addressed the 
Life Office Management Association on 
the subject. 


N. Y. Company Seeks 
to Raise Level 


(CONTINUED FROM PAGE 1) 
column had the names of those who met 
the “five and ten” requirement and the 
number of months in succession they 
had done it. They could miss two 
months out of 12 without being taken 
off the board. The second column had 
the names of those who made the grade 
in the current month. The third and 
fourth columns had corresponding fig- 
ures on those who sold either 10 appli- 
cations or $20,000 in volume. 

As the plan took hold, emphasis was 
shifted from “five and ten” to “ten and 
twenty.” It was taken for granted that 
anybody who amounted to anything 
would be meeting the lower requirement 
An agent had to sell at least 10 apps or 
$20,000 of insurance a month to be re- 
garded as doing something notable. 

One of the agents who hadn't been 
meeting even the five-and-ten require- 
ment complained to the agency execu- 
tive that ‘a fellow is sort of unpopular 
if he can’t write at least five apps or 
$10,000.” 

“If you can’t, you can’t make much 
money selling life insurance,’ was the 
reply. “Wouldn't it be better if you got 
into. _some line of business where you 
can? 

The agent saw the point. He got 
himself a routine job which didn’t de- 
mand so much as the life insurance 
selling job. It suits him better and he 
and the agency executive are still good 
friends. There are many men who don’t 
realize that they aren’t fitted to sell life 
insurance, that they haven’t the particu- 
lar type of ability that makes a good 
solicitor. In an atmosphere of success- 
ful life insurance selling these men real- 
ize that they are out of place, where 
otherwise they drag along, wasting their 
own time and that of the agency man- 
ager and his staff. 

One of the agencies in which this sys- 
tem of minimum requirements was first 
tried has grown from an annual produc- 
tion of $2,000,000 to $19,000,000—and is 
producing the latter figure with far 
fewer agents than produced the smaller 
figure. 


Group Plan Out in Texas 


AUSTIN, TEX.—Plans of the Texas 
highway department employes to buy 
group insurance were halted by a ruling 
of Attorney-general Mann. Under group 
insurance the employer must pay part 
of the premium, which the highway de- 
partment is not authorized to do. In ad- 
dition the comptroller must issue pay 
warrants only in the name of the em- 
ploye so that the salary deduction plans 
cannot be entered upon. 

C48; Didheien associate manager 
Massachusetts Mutual, Richmond, Va., 
who suffered a stroke several months 
ago, has recovered sufficiently to be able 
to spend a few hours at his office every 
day. 


See Passage of New Tax 
on Insurance in New York 


NEW YORK — What would be a 
roundabout method of increasing pre- 
mium taxes on all classes of companies 
has been proposed in a bill introduced by 
the ways and means committee of the 
New York legislature. The measure, 
which it is understood does not have the 
department’s support but which is prac- 
tically sure of passage, provides that all 
legitimate expenses of the department in 
excess of fees and refunds collected shall 
be prorated among companies licensed in 
the state “in proportion to the net pre- 
miums earned and collected by them in 
this state during the fiscal year for 
which the assessment is made.” 

In computing these assessments, no ac- 
count would be taken of taxes paid by 
the companies. In the fiscal year ended 
June 30, the department collected a to- 
tal of .$2,727,116 in taxes, fees, fines, re- 
funds for examination expenses, etc. Of 
this amount taxes totaled $1,833,718, 
leaving a difference of $893,398 to pay 
the department's expenses. These ex- 
penses for that period ran $987,453. In 
such a case the ways and means com- 
mittee bill would assess the $94,055 de- 
ficiency among all companies on the ba- 
sis of their New York earned and col- 
lected premiums. 

Reduction of some fees under the new 
code which became effective Jan. 1 is be- 
lieved to be a factor in the legislature’s 
move. 

Added to that the state has been mak- 
ing frantic efforts to find other revenue 
sources since the strong opposition that 
developed to the proposal to increase 
the state income tax. 

What the companies fear is that while 
the state, under present conditions, has 
an incentive to keep the department bud- 
get in line, there would be no such in- 
centive if any excess over fees, refunds, 
etc., could be assessed against the com- 
panies. For example, if it should be 
thought desirable to have the depart- 
ment set up branch offices, the depart- 
ment’s expenses might be heavily in- 
creased. 

An added burden would be placed on 
the life companies in a bill which has 
been reintroduced in revised form to cor- 
rect previous errors in wording. It 
would require life companies to pay an 
additional tax on gross direct premiums, 
less return premiums, on risks in the 
state, of one-quarter of 1 percent on 
premiums in excess of $2,000,000: three 
quarters of 1 percent on the next $1,- 
000,000; 1 percent on the next $5,000,- 
000; and 1% percent on all additional 
premiums. It was introduced by Chair- 
man Piper of the committee on insur- 
ance law revision, 


Three Prominent Features 


Executive Secretary Raymund Daniel 
of the Industrial Insurers Conference 
states that there will be three prominent 
features of the program for the annual 
meeting at Jacksonville, Fla., May 15-17: 
first, consideration of recent important 
events and developments; next, atten- 
tion to old and new problems, and finally 
more detailed round table discussions. 


Smith Visits Texas Colleges 


In line with the plan under which for 
the past three years the Connecticut 
Mutual Life has been selecting college 
students and taking them to the home 
office for training, Jater placing them 
with various agencies for field work 
and training, G. F. B. Smith, assistant 
superintendent of agencies, in coopera- 
tion with the Texas general agents, is 
interviewing seniors in a number of 
Texas colleges, including Southern 
Methodist University, Texas Christian 
University, Texas Technological Col- 
lege, Baylor University, University of 
Texas, College of Arts and Industries 
and Rice Institute. 

H. A. Reise, consultant actuary of Chi- 
cago, announced the birth of a baby 
daughter, Barbara Marie. 
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—_— ie Liable 
Because of Delay 
in Acting on “App” 


frequently an effort is made to hold a 
lite company hable because O1 aueged ae- 
jay In acuung upon an application tor in- 
surance. Usually these cases are decided 
tavorably to the insurer, but the United 
states circuit court of appeals, in Amer- 
ican Life of Alabama vs. Hutcheson, 
tound in favor of the beneficiary. 

F. N. Hutcheson submitted two appli- 
cations for insurance in American Life 
Oct. 10, 1935. On the same date Hutch- 
eson’s insurance in Lincoln National Life 
in the amount of $5,000 was expiring. 
Hutcheson’s_ brother-in-law, W. 
Hoge, the agent who had sold him the 
Lincoln National policy, later became 
agent for American Life. Hutcheson 
was solicited for the insurance by Hall 
S. Crain, agency director of American 
Life. According to Hoge, Mr. Crain 
told Hutcheson that the proposed Amer- 
ican Life policy would take the place of 
the Lincoln policy, that Hutcheson 
could get “more insurance” in American 
Life for the same money and that the 
binding receipt in payment of the pre- 
mium put the insurance in force at once. 
Mr. Crain denied this although he did 
say that he used “argument and per- 
suasion” to get prospects to apply for 
insurance. 


Got Binding Receipts 


Hutcheson paid the premium Oct. 10, 
was examined Oct. 11 and received 
binding receipts. No policies were issued 
and Hutcheson was killed in an accident 
Oct. 26. 

American Life received a medical re- 
port Oct. 12, indicating that Hutcheson 
might not be a satisfactory risk. How- 
ever, no immediate notice of rejection 
was given to Hutcheson. The higher 
court held that the insurer’s delay in re- 
jecting the application was properly sub- 
mitted to the jury because the insurer, 
after soliciting the business, should have 
taken note of the unsatisfactory medical 
report and should have given reasonably 
prompt notice of rejection. 

The trial court left it to the jury to 
determine whether American Life had 
unreasonably delayed giving notice of 
the rejection of the application and the 
jury returned a verdict for the bene- 
ficiary. 

American Life contended that the ap- 
plication constituted an offer which 
American Life was at liberty either to 
accept or reject and that mere lapse of 
time does not constitute an acceptance. 
American Life argued that there was no 
unreasonable delay in the rejection of 
the claim. 


Cites General Rule 


The higher court cited the general rule 
that mere delay of an insurer in acting 
upon an application which, when consid- 
ered, would be rejected, does not fix lia- 
bility upon the insurer from its date 
where the application is subject to the 
insurer’s approval and the application 
provides that it shall not relate back un- 
less the applicant is accepted. There 
is a well recognized exception to this 
rule that the insurer will not be allowed 
to reject the application for the sole rea- 
son that the assured has died or loss has 
occurred before action was taken thereon 
(1) where it is shown that, but for the 
death or loss, the application would have 
been accepted and the policy issued, or 
(2) where there has been an ~unreason- 
able delay by the insurer in acting upon 
the application. The question of unrea- 
sonable delay is one of fact and turns 
upon the peculiar circumstances of each 
Particular case. 

The higher court said that having ac- 
cepted and retained the premium, the 
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company was bound to act with reason- 
able promptitude. Hutcheson, had he 
known of the rejection, could have re- 
instated his Lincoln National policy by 
simply signing an application therefor. 
When the first medical report was re- 
ceived on Oct. 12 a request for a second 
blood pressure test.was made Oct. 14, 
thus indicating that American Life soon 
discovered that the applicant appeared to 
be an unsatisfactory risk. Under the cir- 
cumstances American Life should have 
required very little time after the second 
examination to decide whether it would 
accept the risk and even a short delay 
in giving notice might be unreasonable. 


Insurers Lose, Win 
on Suicide Issue 


In a case involving the suicide ques- 
tion, Adelotte vs. Metropolitan Life, the 
New Jersey court of errors and appeals 
held tor the beneficiary. 

Walter Adelotte was the assured. He 
Was alone in an automobile where the 
road crosses the douDie track of a rail- 
road line. Lt was the testumony of a 
witness that he had stopped his car short 
OI te track, alignted, raised the hood 
and was seen to be wiping his hands 
atterwards. tie then proceeded in the 
automobile and the car was hit by a 
train. 

ithe assured was estranged from his 
wie. A letter was tound in his wallet, 
asking that his body be cremated. ‘Lhe 
thougnt of suicide 1s clear enough, ac- 
cording to the court, in the note but 
there 1s no hint as to the time and 
method. ‘Lhe note was apparently ad- 
dressed to a woman with whom the as- 
sured had had illicit relations. 

The true rule, according to the higher 
court, is that the presumption against 
suicide is rebuttable and does not pre- 
vail where clear and definite evidence of 
suicide is produced; or where there is no 
evidence indicating an accident, and the 
fact points strongly to suicide or where 
it is shown that assured was insane. 


Prudential Wins Verdict 


Judgment favorable to Prudential was 
rendered by the United States circuit 
court of appeals for the fifth circuit in 
an issue over whether self-inflicted gun 
shot wounds constituted suicide in con- 
nection with double indemnity. The case 
was Scales, et. al., vs. Prudential. 

Charles Reed was the assured.. He was 
found dead, with a bullet in his head, 
near the bathroom. The evidence was 
that he was a heavy drinker, spending 
as much as $80 to $100 a month on 
whisky. His family relations were pleas- 
ant. He was nervous and restless but 
was happy natured and enjoyed fishing 
and other sports. He had no known 
financial worries. There was evidence 
that the gun had gone off on one or two 
occasions in the past in an unexplained 
way. The district judge concluded that 
the beneficiary, Mildred Reed Scales, had 
failed to sustain her burden to prove 
accidental death and instructed a verdict 
for Prudential. 

The higher court stated that the bene- 
ficiary showed merely that the death was 
self-inflicted, without showing any cir- 
cumstances of the self- infliction consist- 
ent with a reasonable theory of accident. 
The presumption against suicide has no 
place in such a case. If plaintiff presents 
evidence, consistent with a reasonable 
theory of accidental death, she is entitled 
to go to the jury because she has done 
so and not because of any presumption 
in her favor. If her evidence showed 
no more than that the death was self- 
inflicted and failed to present a reason- 
able theory of accidental death, she has 
failed to make out a jury case because 
she has failed to discharge the burden of 
showing accidental death. 


RECENT COURT DECISIONS 








Takes Broad View of Intent 
in Changing Beneficiary 


The United States circuit court of ap- 
peals for the third circuit, in Kit vs. 
Stecker, et. al., favored the broader con- 
ception of what is needed to effect a 
change in beneficiary. The court states 
that effect must be given to the assured’s 
intent, while insisting that it must be 
expressed by action on his part. 

Peter Stacy had a $1,000 group life 
policy in Equitable Society. Helen Kit 
alleged that she was named beneficiary, 
while Anna Stecker, sister of Peter 
Stacy, claimed the proceeds, both as ad- 
ministratrix and as belonging to the class 
designated by the policy where no bene- 
ficiary had been named. In September, 
1937, Stacy filled in on the form provided 
the name and address of Helen Kit and 
wrote above this: “In case of my death, 
full beneficiary for the sum of $1,000 
goes to Mrs. Helen Kit and nobody 
else.” He signed the form, his signature 
was witnessed and he delivered the exe- 
cuted request to Mrs. Kit. He died Oct. 
15 of that year. 

No notice of the intention to change 
beneficiary was given the insurer. The 
evidence was that Stacy had never seen 
the policy and did not know of the re- 
quirements about written notice of 
change of beneficiary. The lower court 
entered judgment for Anna Stecker on 
the theory that something more than 
a mere intention is necessary to effect a 
change of beneficiary and that since the 
policy required that the request should 
reach the insurer, “the assured must at 
least start a communication of his inten- 
tion moving in that direction.” The 
higher court held otherwise. 


Agent's Promise to ‘Keep Up 
Premiums Personal Matter 


An agreement on the part of an agent 
to pay premiums for an assured is a per- 
sonal transaction and does not bind the 
insurer, according to the supreme court 
of appeals of West Virginia in Hicks, 
Admx., vs. Metropolitan Life. 

Lucious Hicks had an industrial en- 
dowment policy with Metropolitan Lite. 
No premiums were paid atter Jan. 17, 
1938. ‘Lestimony of the benenciary was 
that the agent, lra Cooper, couected 
$4.40 from her on Jan. 14, which carried 
the policy to Jan. 17. She said that 
Cooper took a gun belonging to Hicks, 
stated he would keep the gun as security 
and keep up the premiums. Cooper tes- 
tified that on Jan. 14 he paid the pre- 
mium then due amounting to $4.40 and 
took the gun as security for the pre- 
mium then advanced, but that he told 
Hicks and his wife that they would have 
to take care of the premiums later to 
become due. 

The higher court held that whatever 
the agreement entered into between 
Hicks and Ira Cooper, it was a personal 
transaction. 


Estate of Murdered 
Assured Denied Recovery 


The Tennessee supreme court has d2- 
nied recovery to the estate of an assured, 
where the policy was payable to the es- 
tate, but where the policy had been taken 
out at the instance of a man who later 
caused the assured to be murdered, and 
who expected to get the proceeds of the 
policy for himself. The plotter and 
those who actually committed the mur- 
der have been executed. The case 
Columbian Mutual Life vs. Martin, et al. 

James George was the assured. He 
was an ignorant youth of 22 who worked 
at a filling station operated by James O. 
Martin in Memphis. At Martin’s in- 
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Funds Not Exempt 
from Alimony Claim 





The statute in the District of Colum- 
bia exempting disability benefits from 
attachment, etc., for debts and liabilities 
was never intended to relieve a disabled 
assured from his obligation to support 
his family, according to the United 
States court of appeals for the District 
of Columbia in holding for a wife who 
sought to impress disability benefits 
being received by her divorced husband 
for payment of allowed alimony. The 
case was Schlaefer vs. Schlaefer, et al. 

According to the court, the basic issue 
boils down to whether Congress in- 
tended to relieve the disabled assured 
to the extent of his disability payments 
from legally enforcible obligation to sup- 
port his family and those legally depen- 
dent upon him. So far as general cred- 
itors are concerned, the purpose is clear, 
with the exceptions stated, to make the 
disposition of these funds a matter solely 
for his judgment. Congress regarded 
it as better tor the creditors to go un- 
paid than to deprive the debtor and 
his dependents of this means of support 
when earning capacity would be cut oft. 
Hence it used broad language prohibit- 
ing recourse to the fund by legal process. 

An important, often the primary, moti- 
vation for taking out disability insurance 
is protection of the family, not merely 
of its supporter. The funds are derived 
normally from the assured’s earning 
power. They constitute a substitute for 
it when it is gone. By law and the 
most sacred contract he is obligated to 
employ it, while it exists, for depen- 
dents’ support. Disability does not re- 
lieve him of that obligation, though it 
may attect the extent to which he can 
periorm it. Lhe obligation which he as- 
sumes upon marriage operates “in sick- 
ness and in healtn. iLhough he may 
not be able to work, if he has oOtner 
means he is required to apply them 
equitably in the discharge ot this duty. 
Huis disability does not terminate the 
wite’s power to pledge his credit tor 
them, whether for her own or for her 
children’s support. Claims so created 
prior to any award of alimony or sup- 
port money appear to fall squarely with- 
in the letter and the purpose of the 
statutory exemption. An award of ali- 
mony or support money may destroy 
this power by giving her a substitute 
for it, but it does not destroy, on the 
contrary it enforces, the obligation from 
which the power is derived. 

The divorce in this case is a limited, 
not an absolute one, but the court stated 
that it does not appear that the distinc- 
tion is material except to make the result 
more clear and the reasons for it more 
positive. 








stance, George signed an application for 
the Columbian Mutual Life policy. It 
was payable to George’s estate. Martir 
paid all the premiums. No assignment 
of the policy was made. On Feb. 17, 

1938, George was murdered. 

There were several other policies on 
George’s life. Martin tried to get the 
policies payable to him, but most of the 
companies refused to write such con- 
tracts. 

George never paid any of the pre- 
miums. They were all paid by Martin. 
George was not out one cent. He was 
a donee of the policy and its benefits. It 
would be unconscionable, the supreme 
court said, to permit his estate, George 
being out nothing, to obtain benefits 
from this felonious fraud practiced by 
Martin on the insurer. The supreme 
court reversed the action of the lower 
court which had rendered a decree in 
favor of George’s administratrix. 





LIFE VIEWS IN 


Charles E. Bent, Los Angeles, author of the “credo” of the National 
Association of Life Underwriters and Travelers agent for nearly 35 years. 
was recently featured in a television broadcast from Station W6XAO of 
Hollywood. Mr. Bent is shown talking into the televisor. At his left is 
Mrs. Bent, well known as the author of several juvenile books. At his 
right is Carrie P. Hollister of Hartford, Conn., who was bridesmaid at the 
wedding of the Bents in Hartford some 30 years ago. By coincidence, the 
cameraman, Hobart Street, also moved to California from Hartford. 


Everyone of these 20 men and women associated with the Henry M. 
Faser, Jr.. agency in Boston have been with the Penn Mutual Life at least 
10 years. The average time of service of the underwriters in the group is 
20 years, and of the cashier's department, 17 years. The 20 people repre- 
sent a total of 380 years of Penn Mutual service. The five in the front row 
represent 172 years of service, averaging 35 years. George Watkins, in 
the center, has had 50 years of service. Carl Casano, second from the 
right, 34 years an underwriter. 


Plans are now being completed for the Michigan Association of Life Underwriters’ 
annual convention in Grand Rapids, May 17-18. The committee in charge is shown 
above: Standing, left to right: Russell Compton, Mutual Life; Earl Warren, North- 
western National; Harmon S. Jones, Penn Mutual; Harold D. Pendergast, North- 
western Mutual, general chairman: John E. Godfrey, Sun Life. 

Seated, left to right: Alvin E. Hanson, Michigan Union; K. W. Conrey, Penn Mutual. 
president Michigan association; James M. Keplar, Bankers Life, Ia., president Grand 
Rapids association; and J. Leslie Livingston, Franklin Life. 
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NATIONAL FRATERNAL LIFE INSURANCE WEEK 
MAY 12-18, 1940 


Extensive plans are being made for the observance of National Fraternal Life 
Insurance Week, May 12-18. The official three color poster is shown above. The 
same design is used on stickers and letterheads. 


Fourteen winners of the 1939 Penn Mutual production awards, members of the 
President’s Club for leaders and for new organization, held their annual meeting 
at the home office. 

Standing, left to right—N. M. Jackson, Charleston; E. C. Miller, Denver, second 
national leader in lives; Harry Phillips, Jr.. New York; G. W. Stewart, Pittsburgh, 
national leader for volume; J. B. Eckenrode, Pittsburgh, national leader for lives; 
President J. A. Stevenson; Chairman W. H. Kingsley; E. H. Baxley, Little Rock; A. H. 
Schroeder, New York; Vice-president A. E. Patterson; W. N. Hiller, Chicago. second 
national leader in volume; and A. T. Drennen, Birmingham. i 

Sitting—E. F. McGraw, Cheyenne; J. W. Knibbs, III., New York; J. W. Lantz, Peoria; 
J. B. Gates, Little Rock: and S. F. Transure, Philadelphia, third national leader in 
volume. 
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